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The Curis. 
SKYLUX 


HIGH LIGHT OUTPUT 
and 


SCIENTIFIC SHIELDING 


She Oulslanding Jwuo- Lamp Wnt on the Markel 


Whenever a fluorescent installation demands a combination of high 
efficiency, scientific shielding, and beauty .. . Curtis SkyLux is by 
long odds the best unit. An important feature is the shield which con- 
ceals the lamp, the inner surface of which is a miniature reflector re- 
directing the light downward. The reflector finish is efficient, snow- 
white Fluracite, and there are no horizontal surfaces to collect dust. 
Thus, the sound principles of SkyLux design produce a unit with a 
high initial light output which shows but slight depreciation through- 


out an exceptionally long life. 


Kwon? CURTIS Ligh@ing, wn. 





"6135 WEST 65TH STREET, CHICAGO 38, ILLINOIS 
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“Reliability of “Helétalk 


£6 US Pal, OFM “i 


Is a Major Selling Point. wi 


According to Timothy A. Purcell of Providence, R. I 
“Breakdowns? There Just Aren’t Any,” He Says 


Teletalk Amplified Intercommunication 
Systems are playing a vital part in Rhode 
Island's military establishments. One 
good reason is Timothy A. Purcell, Gray- 
bar Sales Representative at Providence, 
who has shown them just what Teletalk 
can do. 


One of the Teletalk jobs of which Pur- 
cell is most proud is the set-up at the 
Newport Naval Torpedo Station. This 
installation includes thirty-six stations 
with four hundred and twenty outlying 
stations ...in one case Teletalk oper- 
ates with stations 7 miles apart through 
cables under water. 


“Military personnel have found that re- 
liability, ease of installation and servic- 


ing and the flexibility of Teletalk are 
major factors in their purchases,’’ says 
Purcell. ‘“‘No replacement parts have 
ever been asked for because of a break- 
down. There just haven’t been any.” 


Purcell attributes some of his success 
in selling Teletalk to the advertising and 
promotion effort which Webster Elec- 
tric puts behind the product. 


Join the ranks of progressive salesmen 
who have found in Teletalk a chance 
for extra selling profit. Teletalk instal- 
lations are available to fit either a large 
or small organization...are easy to 
install and operate directly from the 
electric light circuit. Write us today 
for full information. 


WEBSTER ELECTRIC COMPANY, Racine, Wisconsin, 
U.S. A., Established 1909. Export Dept.: 13 E. 40th St., New 
York (16), N. Y. Cable Address: “ARLAB” New York City. 


iil, 
“Teletalk 


Na Incorporated, and American Telephone and Telegraph Company 


BUY EXTRA WAR BONDS 


Licensed under U.S. Patents of Western Electric Company, 


LET’S BACK THE ATTACK 


WEBSTER M4 ELECTRIC 


“Where Quality is a Responsibility and Fair Dealing an Obligation” 
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current industrial maaaz 


A BULLDOG MESSAGE FOR WHOLESALERS 


contatr slua nformation for wholesalers and their sa 


5 O05 sucemsmumus 


In America’s Largest Manufacturing Plants 


WILL SPEED RECONVERSION 


BullDog Duct . . . for power 
and light . . .. will help in 
Peace Production Race 


In thousands of major U. S. war plants, new and 
old, BullDog Electrical Systems have saved count- 
less hours on installation and maintenance — 
greatly reduced changeover time—helped keep pro- 
duction at top speed and efficiency. 

How? By making plug-in power immediately 

ailable for any shop set-up. By bringing power 

bse to portable tools on any type of production 
line. By putting light close to the work on any 
kind of operation. 


An Asset in the Postwar Race 


When these BullDog-equipped plants get the go- 
ahead for reconversion they will again be out in 
front in the production race— and for the same 
reasons. Their flexible electric systems will. be 
ready for even the most sweeping changes of 
product, plant layout or tool set-up. 

To manufacturers — large or small — who have 
not yet installed this modern method of power 
and light distribution, BullDog offers the services 
of expert field engineers, to help in planning 
postwar operations. 

Write now for complete descriptive material on 
BullDog BUStribution DUCT, Universal Trol-E- 
Duct, Industrial Trol-E-Duct and other BullDog 
products. 


Buy Bonds to the Limit 
in the Fifth War Loan 


BULLDOG 


ELECTRIC PRODUCTS CO. 


Ex 
X 177, R. PK. ANN 
BeTROIT 32, MICHIGAN 


Electric Products of 
aan Ltd., Toronto, Ont 


ering Offices in All Pri 





% 





ncipal Cities 





Field Engine 





Nene 


ALSO MANUFACTURERS OF 
VACU-BREAK SAFETY SWITCHES » SWITCHBOARDS 
SAFTOFUSE PANELBOARDS - CIRCUIT MASTER 

BREAKERS 
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The step from T&B all-out war 
production of Sta-Kons** to the post- 
war market for T&B Sta-Kon Ter- 
minals and Sta-Kon Straight Pull 
Disconnect* Devices will be a natural 


and easy step for the Electrical 
Wholesaler. 


Every Sta-Kon leaving the factory 
has been tagged for war, and that 
means countless millions of them. 
And every one of these Sta-Kons has 
been sold through the T&B 
Distributor. 


As surely as day follows night, it will 
follow that every Sta-Kon Terminal 
and Disconnect Device will continue 
to be sold exclusively through that 


** Sta-Kon Reg. U.S. Patent Office 
* Patent Pending 








same dependable channel—and never 
direct. 


The new and expanding market for 
these T&B products therefore will 


be all yours. 


When you can take a little time out 
for personal post-war planning, may 
we suggest that you post yourself on 
these approved T&B Solderless 
Lines. 


If you ever answer advertisements, 
answer this one, and ask us to mail 
you boiled down dope on both 
Sta-Kon Pressure Terminals (for wire 
sizes #22-250 M.C.M.) and on the 
Sta-Kon Straight Pull Disconnects 
(for wire sizes #22 to #10). Easy dope 
to digest—and it’s all yours. 


THE THOMAS z« BETTS CO. 


INEGRPORATED 


manufacturers of electrical fittings since 1899 
ELIZABETH,1,NE€W JERSEY 
in Canada: Thomas & Betts Ltd. Montreal 
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To Serve 
Your Customers 
Completely 















RUNNING THREAD PIPE 


GOOSENECKS 


WALLPLATES 


Often jobbers, who carry an adequate stock of Conduit Couplings, Nipples ond 
Elbows, reglect to round out their stock with Conduit Goosenecks, Wall Plates and 
Running Thread Pipe. The demand for these three isn't as great, of course. . . but 
they are important if you want to serve your customer completely, Don't send your 
customer somewhere else for these items. You'll find all three of the same uniformity 


as all other Conduit Pipe Products ... of the same high quality you know so well. 


REPRESENTATIVES IN PRINCIPAL CITIES 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 


PIPE COUPLINGS (_) PIPE NIPPLES @— ELBOWS, 90° SAND 45° => 
RUNNING THREAD PIPE gy GOOSENECKS <-—~ )) WALLPLATES \°/ 
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@ Load Center, with 10 S. P. @ Type AC Thermag Circuit Breakers, for light 


and appliance branch circuits. 


FRANK ADAM ELECTRIC COMPANY 


Box 357, St. Louis (3), Mo. 


Please send me Bulletin 63. 


Street and Number.. 


Cite. tu. 


Cat. No. LC-100-3L7F. List Price $19.55. 


This is the @® Type AC Thermag Cir- 
cuit Breaker Unit. Capacities 15 to 50 
Amp., 120 Volt AC. It combines the 
time-delay action of the proven THER- 
mal trip with the fast MAGnetic trip. 
The circuit breakers are made in indi- 
vidual pole units, but can be furnished 
with a cross bar to operate as a double 
pole main breaker or branch circuit 
breaker with one operation, with indi- 
vidual trip per pole on overload or 
short circuit. (Circuit Breakers are 
NOT sold separately.) 


SS SS SS Se ee ee ees ee ees ee eee ems all 
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Safety is a prime factor in the 
construction of 


TYPE AC THERMAG CIRCUIT BREAKER 


LOAD CENTERS 
and SERVICE EQUIPMENT 


All current-carrying parts are covered — prying 
hands can’t touch them... Needless circuit interrup- 
tions are prevented when momentary, harmless over- 
loads occur — but the circuit breakers “trip” on short 
circuit or harmful overload. Requiring no fuses, the 
circuit breakers are operated like an ordinary tumbler 
switch. Simply return the handle to the ON position 
when the cause of the short circuit has been removed. 

The home owner likes these @ Products because of 
their attractive pearl-gray finish, natural brown Bake- 
lite base units and ivory toned operating handles — 
because they afford modern protection with ease of 
operation — and because of their long life. (The Circuit 
Breakers are Underwriters’ Laboratories-tested for ten 
thousand complete operations.) 

Wide gutters and ample knockouts make them popu- 
lar with contractors and builders. They are quickly and 
easily installed, and afford real economy in labor costs 
...Many architects and contractors recommend or 
specify @ Equipment, which not only meets Under- 
writers’ Laboratories requirements, but exceeds them. 


Use the Coupon — Get This Bulletin 


It contains complete descriptions, dimensions, capaci- 
ties, prices, wiring diagrams and suggested specifica- 
tions. You'll find it helpful... Frank Adam Electric 
Company, Box 357, St. Louis (3), Mo. 





_YAIARO Castes: 


fo fill many needs... 


The wide range of cables made by Hazard provide for many problems met in the 
course of the day’s work. Here are examples, designed for specific requirements 
and built to withstand a number of severe conditions. Hazard research and expe- 
rience are at your command to help in choosing the right cable for the right job. 


HAZARD SERVICE CABLES FOR SERVICE DROPS AND ENTRANCES 

Type SE (ABN and UBN) cables, with synthetic rubber insulation, pre- 
vent current diversion, eliminate conduit and extra fittings and are archi- 
tecturally harmonious. Type SD is efficiently designed for service drops. 
Sizes 12 to 2 inclusive, 2 and 3 conductors. 


HAZARD PERFORMITE TYPE RH BUILDING WIRE IS SUPER AGING 


This heat-resistant long-life wire is free stripping and easily installed. 
Because of its greater carrying capacity, it saves strategic copper. Recom- 
mended for branch feeders and general light and interior wiring. All 
sizes available. 


> TYPE R HAZACODE WIRE 


exceeds all minimum requirements of N.E. Code and 
is recommended for general interior building wiring; 
has a sturdy, long lived, flameproof braid covering, and 
is readily installed. 


TYPE RL HAZACODE LEAD ENCASED 


is particularly useful now for damp locations while Type RW is unavailable. 


HAZARDEX NON-METALLIC SHEATHED CABLE AND 
HAZARD ARMORED CABLE 


for interior wiring are both obtainable. These familiar 
types of cable are made to exacting Hazard quality 
standards. 





TYPE K FABRIC COVERED COR—an approved cord for ordinary use. 
TYPE KK HAZARD SPIRALWEAVE CORD a portable cable for heavy duty. 


Hazard Insulated Wire Works, Division of The Okonite Company, Wilkes-Barre, Pa. 
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SPANG-CHALFANT 


Division of The National Supply Company 


Executive Offices: Grant Building, Pittsburgh, Pa. 
District Offices and Sales Representatives in Principal Cities 
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RAIN-TIGHT SWITCHES 


eliminate moisture worries 


A. Type A 200 amperes 3 pole 230 volt A.C.— 
250 volt D.C. Switch. Equipped with interlock- 
ing cover control. 


B. Double-throw 60 amperes 250 volt D.C. Safety Switch. 


C. Type C 30 amperes 2 pole cartridge fuse 230 volt 
A.C.—250 volf D.C. Raintight Switch. 


D. Type C 60 amperes 330 volt A.C.—250 volt D.C. All 
type C concealed arc switches are equipped with shock 
resistant Hemite bases. 


E. Type C 100 amperes, 2 pole, 250 volt D.C., no fuse 
Raintight Switch. 


7 ELECTRIC PRODUCTS COMPANY 
50 Paris Street, Newark, N. J. 
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WIRING A 
FLOATING CITY 


A super-dreadnaught at sea is a self- 
contained, highly co-ordinated com- 
munity. It takes close to a million feet 
of insulated wires and cables for the 
amazing network connecting the many 
telephones, head-sets and loudspeakers. 


Insulations of special compounds 
developed by U.S. Rubber scientists 
provide effective protection for com- 
munication and power lines. They retain 
their resiliency under continued vibra- 
tion and the shattering shock of big 
guns firing. 

Among these is Laytex, a compound 
of purified ingredients. Applied to the 
wire by a unique process of dipping and 
drying followed by vulcanizing, it forms 
a homogeneous sheath around perfectly 
centered conductors. 


U.S. Laytex Wires and Cables now 
in combat use the world over will have 
a no-less important function in the com- 
munities of the future. 


SERVING THROUGH SCIENCE 


Official U. S. Navy Photograph 
188 MILES OF WIRE: That’s what the communications system alone LAYTEX WILL COME HOME: The entire output 
on the latest super-dreadnaught requires. Laytex Wires and Cables— of Laytex Wires and Cables is still going to the 
slender, yet tough because of their special insulation—are in use on such Armed Forces. The day is steadily drawing nearer 
systems as they are elsewhere with our Armed Forces around the world. when manufacture of _these wires and cables for 
Other types of U. S. Laytex Wires and Cables are used for gun control, Buildings, Police and Fire Alarms, Communications, 
lighting and power. Signalling, Power and Control will be resumed. 


Listen to the Philharmonic-Symphony program over the CBS network Sunday afternoon, 3:00 
to 4:30 E.W.T. Carl Van Doren and a guest star present an interlude of historical significance. 


UNITED STATES RUBBER COMPANY 


1230 SIXTH AVENUE, ROCKEFELLER CENTER, NEW YORK 20, N.Y. + In Canada: DOMINION RUBBER CO., LTD. 
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Do Ventilating Contractors Perform a 
VITAL WARTIME SERVICE? 


“For the want of a nail, the shoe was lost.” 
Never before has the wisdom of this saying 
been so conclusively proved — By Industry? 
Sure. Industry has performed miracles. But 
we specifically refer to the tens of thousands 
of Ventilating Contractors and Dealers 
America—those who used to sell and install 


in 


ventilating fans and blowers for stores, apart- 
ments, public buildings, schools and homes. 


Today, their service is a vital war task. A 
ventilating fan to remove dangerous fumes 
from a war plant ... a pressure blower to 
speed the supply of badly needed drugs... 


cooling for a petroleum plant ... and thou- 


sands of other air-handling jobs in industry. 


Truly, these contractors have furnished the 
nail that saved the shoe. And when Victory 
is won, their knowledge of the ventilating and 
allied businesses, their skill and experience, 
will be reflected in better facilities and im- 
proved service in furnishing American Blower 
Ventilating Equipment and other products to 
a peaceful America. 

After Victory, American Blower and _ its 
dealers and distributors will again be ready 
to supply good ventilation to everyone. Good 
ventilation is good business. 


AMERICAN BLOWER 


AMERICAN BLOWER CORPORATION, 
CANADIAN SIROCCO COMPANY, 


Division of American Rapiator & Standard Sanitary corroration 


For Excellence 
in Production 





DETROIT, 
WINDSOR, 


MICHIGAN 


LTD., ONTARIO 
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These ‘‘Front-line Repair Shops’’ 


are wired with WALKER “SYNTHETIC” 





Wherever the fighting machines of the allied forces 
go, you'll find these repair-shops-on-wheels some- 
where near the battle. Within these amazing units 
are a lathe, drill press, shaper, work benches, saws 


and thousands of other items. A generator supplies 
plenty of light and power and the lighting system 
and machinery units are connected with WALKER 


“SYNTHETIC.” 


When you consider the tough conditions under 
which this wire must serve, its use in such installa- 
tions is a tribute to the quality and dependability 


of WALKER “SYNTHETIC.” 


For wire of long-lasting durability —tough, flexible, 
high in dielectric strength, easy to strip and attrac- 
tive in appearance—WALKER “SYNTHETIC” 


is the ideal answer. 
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View of the Army's mobile machine 
shop. Thornton-Fuller Co. of Phila 
delphia has installed the equip- 
ment in thousands of these units. 


Available in all standard colors—black, white, red, blue, 
yellow, green—and special shades on order. Sizes range 
from small diameter building wires up to 4/0. 


Ask your Walker distributor for prices and delivery in- 
formation. Or write to Walker Bros., Conshohocken, Pa. 


















































IN FUSE DESIGN 


LEADERSHIP 


Economy pioneered in the develop- 
ment of the Renewable Fuse .. . its great 
convenience and economy led to its adop- 
tion by the electrical industry and its list- 
ing as standard by Underwriters’ Labora- 
tories. The ‘drop out” Renewal Link is the 
distinguishing feature which is responsi- 
ble for the tremendous popularity of 
ECONOMY Renewable Fuses. These fuses 
cut operating costs—they are 

simple and easy to use, and 

save time and money. They 


are made for every electrical 
circuit. 


ECONOMY ’ 


NO LAB INSPECTED 


ECONOMY 


Renewable Cartridge Fuses 
and “drop out” Renewal Link 


mA. 


ARKLESS 


Non - Renewable Mechanical 
Indicating Cartridge Fuses 


Non-Renewable — Non-In- 


dicating Cartridge Fuses 
CLEARSITE 


Plug Fuses—-shows when 
blown 


Economy Fuses Since 1911 
ECONOMY FUSE AND MANUFACTURING CO. 


2717 NORTH GREENVIEW AVE. 


CHICAGO 14, ILLINOIS 
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Where there are emergency re- 


pairs to be made, electric wires to 
be spliced or similar jobs to be 
done, a lot of people would be on 


a spot themselves if they didn’t 





keep Security Friction Tape always 
“Johnny-on-the-spot” in tool kits 


and on work benches. 


P 
”” Listen to the Philharmonic-Symphony program over the CBS network Sunday afternoon, 3:00 
to 4:30 E.W.T. Carl Van Doren and a guest star present an interlude of historical significance. 


Y UNITED STATES RUBBER COMPANY 


1230 SIXTH AVENUE, ROCKEFELLER CENTER, NEW YORK 20, N. Y. + In Canada: DOMINION RUBBER CO., LTD. 
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BAKELITE CASING fully encloses mech- 
anism, Extra thick walls survive han- 
.: dling impacts and exclude dust and dirt. 


so pla 


— aa 
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5 RUGGED MECHANISM of heavy-gauge 
metals withstands repeated use and 
abuse, assures trouble-free operation. 


g 


HEAVY SPRING of carefully tested spring 
wire assures positive switch action for 
tens of thousands of cycles. 


~ 


‘ 
SHALLOW DESIGN permits se m. 
installation in I’ inch deep box,\. (BO 
‘\ 


with adequate space for easy wiring \ 











POSITIVE CONTACT provided by 
doubled-sided blades of selected spring 
bronze, shaped and adjusted to “make” 


‘\ i De, nq 
The Bryant 5861 switch is **T” rated at20 & and “break” contact y. 
‘ 


amperes, built to carry the heaviest demands of the rated ~ 


load. Every part in the switch is made of the strongest ma- ‘ 12% 








‘ 


terials available, assuring you of a shallow-type switch X\ 
capable of withstanding tough service. Note the details of 


Bryant construction and design as shown here. 


9° 
°o 


Specify Bryant Devices from your oO 
i Electrical Wholesaler 
THE BRYANT ELECTRIC COMPANY for eligning Auch with wal, or sual 


BRIDGEPORT, CONNECTICUT broken off if not ded. Completely 


insulated from mechanism. 








we Bes RIOR 
ez EBs) NEW YORK SAN FRANCISCO 


CHICAGO LOS ANGELES 
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Surface or Sus 


Pension M bila ie cit, 
Individually we ounting 


in Continuous Rows 


MITCHELL KOLD-VOLT Cold Cathode Industrial Fluorescent Fixture 


The first cold cathode fluorescent in a standard “packaged” unit! Gives you 


instantaneous starting — average lamp life expectancy 10,000 hours — greatly 
reduced maintenance! 4-light fixture— 8 feet long overall — delivers a total of 
8800 lumens of light. Each lamp unconditionally guaranteed for one year. 


MITCHELL U.R.C. RESEARCH LUMINAIRE for Offices and Drafting Rooms 


First introduced by MITCHELL. Combines the ultimate in high intensity 
illumination with low surface brightness (glare). Uses four 40-watt lamps. 
Takes less time to install than any other commercial fixture. 


Get complete information from your MITCHELL DISTRIBUTOR or write for New Catalogs No. 278-280 


MITCHELL “anclacturiug Company 


2525 CLYBOURN AVENUE + CHICAGO 14, ILLINOIS 


or a* 


To get the Genuime 
MITCHELL Original U. R.C, 
look for this label! 
















ull Dog 
Look for this 
Trade Mark 


TOGGLE SWITCH 
PLATE 








STANDARD KNOBS 





OUTLET BOXES AND 
COVERS 











CLEATS 






THERE STILL be 


STANDARD TUBES 





SWITCH BOXES 
AND COVERS 





RECEPTACLE COVER 
DUPLEX 


yj 


@ Porcelain conforms to the National Electrical 
Code—Porcelain saves metal—Porcelain is avail- 
able—lIllinois completely insulated all porcelain 
wiring systems are old in terms of years of serv- 
ice. They have made it possible for contractors to 
continue right along with wiring installations—no 
time-outs for materials. 


No vital materials go into the production of por- 
celain—yet, materials do go into porcelain that 
make these systems durable—that are not af- 
fected by rust or corrosion—that make possible 
full safety—that make these systems valuable 
where there is dampness and fire hazard. 


You can do an up-to-minute wiring job with 
an Illinois Porcelain System—you can guarantee 
these systems for longest service life. 


Porcelain is a logical material too because it con- 
serves vital metals for our victory effort. 


Illinois all porcelain wiring systems are adapt- 
able to practically all wiring plans and layouts. 
They can be installed without grounding. 


For that next installation job, sell an Illinois all 
porcelain wiring system. 


Is 


cc 


neé 





ELECTRIC PORCELAIN CO. Vittwor: 











there Is | nit for every type 


Is your problem low cost of simple streamlined beauty . . . fast easy installations or 











coordinated architectural design? Leader commercial fixtures can solve your problem. 


Leader units are specified and installed nationally by leading architects and engi- 


neers. Maintenance men find them easy to service, rugged, long lasting and efficient. 


Straight line wholesale distributor merchandising methods plus full Leader coopera- 
tion assures maximum profits. \ 


Descriptive literature furnished on request or contact a Leader representative. 






Distributed only thdneich the better Electrical Wholesalers 


"a J 
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G-440: GLASS ENCLOSED LOUVER 
unit is especially designed for offices. 
louver design permits full downward lid 
without side glare. Streamlined and more’ 
than similar units of equal light intensit 


pt 40 watt, glass enclosed louvered 
efficient, designed for pendant 
iling mounting, constructed for 
inuous run installation. 























FICER — Four light 40 watt 
d unit, combining the finest 
d servicing feature, this unit 
ghting equipment. Available 
br ceiling mounting, individual 
lation. 


VO.-440: Four light 40 watt, parallel tube, q 
luminaire. Remarkably simple to install, maj 
service. Available for pendant suspension 
mounting, continuous run or individual i 


Yj 
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Tre battery of the No. 411 BIG BEAM Searchlight 
can be recharged from ANY 6-volt D.C. Generator 
... Automobile, Truck, Tractor or Boat. Lamp head is 
equipped with a charging receptacle and will accom- 
modate the plug on the cord leading to generator. 
A resistance switch controls flow of current so that 
battery is being charged at a three-ampere rate. 
This switch also makes it possible to recharge battery 
from farm-type wind generator. The adaptability and 
convenience of BIG BEAM Portable Searchlights is 
opening up unlimited and unheard of applications, 
especially in rural and farm communities. This is one 
of today's and tomorrow's exceptional sales oppor- 
tunities. . . . Now is a good time to line up this fine 
sales maker because comparatively few of the many 
possible users of BIG BEAMS have them. Our new 
catalog gives complete details on Searchlights, Ac- 
cessories, Recharger, etc. with market information and 
prices. Send for it and study it. Our broad experi- 
ence and research is at the disposal of your customers. 


SOLD THROUGH WHOLESALERS 
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No. 411 BIG BEAM Portable 
Electric Rechargeable Searchlight 
with recharger unit attached 


@ Lamp head is equipped with a charging recep- 
tacle and will accommodate the plug on the cord 
leading from the BIG BEAM Charger (No. 1280 as 
shown). To recharge from A.C. current, D.C. plug of 
recharger is inserted into receptacle in lamp head 
and the other plug of charger is plugged into |10 
volt A.C. socket. The battery does not have to be 
removed from the container to recharge. |t can 
also be recharged from D.C. lighting circuit without 
using a charger if sufficient resistance is placed in 
series in circuit. Storage battery is a |5-plate, 26 
ampere-hour, heavy-duty type. 


U-C LITE MFG. CO. curcaco tt, niimoss 











WHOLESALER’S SALESMAN — July 1944 


MOGUL 


have extra room for pulling large 
electrical cables and for splices 


(CONDULETS are manufactured only by Crouse-Hinds) 


Extra long wiring chamber facilitates the handling of large electrical conductors. 


Types. The variety of types of Mogul Condulets simplifies the layout of conduit systems 
for large conductors. 


Covers. Dome-shaped blank covers in sheet steel or cast Feraloy provide extra wiring 
space. Blank or wire-hole covers in Bakelite. l-wire to 9-wire. 

Sizes. For l-inch to 6-inch electrical conduit. 

Gaskets available for vaportight or raintight installations. 


Listed in ConduJet Catalog No. 2500, Section 5, Pages 17 and 18. 


Comparison of size of 
Type BC4 114” Mogul Condulet and 
Type C47 1%” Obround Condulet 


A 
Nationwide 
/ Distribution 
! Through Electrical 
Wholesalers 


CROUSE-HINDS COMPANY 
SYRACUSE 1, N. Y., U.S.A. 


Offices: Birmingham Boston ‘Chicago - Cincinnati Cleveland Dallas--Denver Detroit --Houston--Indianapolis. Kansas City Los Angeles Milwoukee Minneapolis 
New York -Philcdelphia Pittsburgh-San Francisco Seattle -St. Louis Washington. Resident Product Engineers: Albany— Atlanta - Charlotte New Orleans 


CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. 


CONDULETS + TRAFFIC SIGNALS - AIRPORT LIGHTING + FLOODLIGHTS 
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G-E DISTRIBUTORS OFFER 


gi Cpl 


G-E Fluorescent Accessories 


G-E starters: standard starters—Watch Dog 
long life starters; G-E lampholders: combina- 
tion lampholders with starter sockets—single 
lampholders—separate starter sockets; all of 
these high quality fluorescent accessories are 
available to customers of G-E distributors. The 
line is complete. G-E distributors can supply 
just the right fluorescent accessory for any 
need. 


G-E standard starters include starters for fluo- 
rescent lamps of 4 to 100 watts. They have the 
correct operating characteristics to provide 
normal fluorescent lamp life and performance. 


G-E Watch Dog starters include starters for 30-, 
40-, and 100-watt fluorescent lamps. They are 
precision lamp starters and positive dead lamp 
stoppers. They eliminate lamp blinking and 
flickering. The FS-40 Watch Dog starter has a 
rated average life of ten 40-watt lamps; the 
FS-100 Watch Dog of eight 100-watt lamps. 


G-E fluorescent rotating-lock lampholders make 
lamp insertion and removal easy, grip the lamp 
firmly and securely, provide positive electrical 
contact. They provide dependable protection 


for lamp investments. Hear the General Electric radio programs: ‘‘The G-E 
All Girl Orchestra” Sunday 10 P.M. EWT, NBC. 
“The World Today” news, every weekday 6:45 P.M 


For further information on G-E fluorescent EWT. CBS. 


accessories write for a catalog (57-312) and for a 


folder called ‘‘Fluorescent Facts and Figures’”’ Buy War Bonds and Keep Them 
(57-49). Address Section CDW745-21, Appli- 

ance and Merchandise Department, General 

Electric Company, Bridgeport, Conn. 


GENERAL (%) ELECTRIC 
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Important Facts you should Know 
about Benjamin Explosion-Proof, 


Vapor-Tight 


al 


Constructed fo: 
Confine Explosions Within Fixture. 
These units meet the severe spark plug test in which 
spark plugs are used to create ignition of explosive 
mixtures within the fixture 30 or more times. Tested 
also to withstand hydrostatic pressures ranging to 380 
ibs. per sq. in. For Class C (Ethyl-Ether atmospheres) 
a series of 50 additional explosion tests are met. 
Benjamin units are neither destroyed nor damaged by 
such tests nor do they permit the passage of flames or 
dangerously hot gases to escape to the surrounding 
atmosphere. Further, they pass all tests for operation 
at safe temperatures below the ignition temperature 
of the explosive atmosphere. 

Uses: Listed by Underwriters’ Laboratories for Class 
I, Group C and D hazardous locations, which include 
locations where fiammable volatile liquids, highly flam- 
mable gases, mixtures or other highly flammable sub- 
stances are used, handled or stored in other than their 
original containers. 


Dust-Tight FIXTURES 


Constructed to: 
Prevent Penetration of Explosive Dust to 
Lamp and Operate at Safe Temperatures. 
Tests passed by these Benjamin fixtures include: Dust- 
Tight Test, 6 cycles of on and off operation at maxi- 
mum room temperatures in a whirlwind of explosive 
dust-air atmospheres; Temperature Test, safe opera- 
tion of fixture when covered with a heavy blanket of 
ignitable dust; a 35-hour, 2000 r.p.m. Vibration Test. 
Uses: Listed by Underwriters’ Laboratories for Class 
II, Groups E, F, G, and Classes III and IV hazardous 
locations. Includes such locations where the air may 
become laden with combustible dusts or where easily 
ignitable fibers are present. Also where dusts may 
settle upon ordinary fixtures in excessive quantities, 


FIXTURES 


Constructed fo: 

Exclude Harmful Amounts of Vapor, Gas, 

Water and Dusts from Interior of Fixture. 

These fixtures are highly resistant to penetration of 
moisture and non-flammable dusts, gases, or vapors. 
They meet Benjamin's high standards for perform- 
ance and their dependability is attested to by their 
years of service throughout industry. 

Uses: Listed by Underwriters’ Laboratories for Class 
Il, Group G and Classes III and IV hazardous loca- 
tions. Includes locations where non-flammable gases 
or vapors are present or where non-combustible dusts 
exist, 











July 1944 — WHOLESALER’S SALESMAN 


Severe Tests and Years 


of Service demonstrate Dependability 


of these Special Benjamin Fixtures 


Illustrated here are the three groups of 
Benjamin fixtures for use in hazardous loca- 
tions. Fixtures in each group must pass 
stringent tests for conditions far beyond 
those found in actual service. Some of 
these tests are given in the chart at left, 
together with typical applications for each 
group. 

Benjamin’s years of experience in the 
manufacture and installation of such fix- 
tures give assurance of maximum protection 
against fires, explosions and lighting inter- 
ruptions due to hazardous or other ab- 
normal atmospheric conditions. In the 
solution of special lighting problems 
involving the use of such equipment, 
Benjamin's experience and engineering rec- 
ommendations are available without cost 
or obligation. Write for Free Data Bulletins 
containing detailed information concern- 
ing all of Benjamin Hazardous Location 
Lighting Equipment bearing the labei of 
the Underwriters’ Laboratories. Address 
Benjamin Electric Mfg. Co., Dept. GG, 
Des Plaines, Illinois. 


ENJAMIN 


HAZARDOUS LOCATION 
Lighting Eguecpruentl 
DISTRIBUTED EXCLUSIVELY 
THROUGH ELECTRICAL WHOLESALERS 
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all- purpose numbers 
for flush Or surface work 


H&A 


These popular types of Convenience Outlets 


are available in brown and white “Ivorylite” 
plastics, as good in looks as they are good 
in quality. T-slot, with double side-contacts, 


self-adjusting. 
No. 7724 —- Single, top-wired, Bakelite; No. 


7049 — Duplex, with 314” outlet box cover 


(4” also supplied); No. 1911 — Single, side- 
wired, Bakelite; No. 1913 — Duplex, side- 
wired, Bakelite; No. 1913-I — Duplex, 
side-wired, Ivorylite; No. 7725-B — Du- 
plex (4 Screws) top-wired, Bakelite. Just 


the group you need for carrying-on. 


HART & HEGEMAN DIVISION 


DISTRIBUTED THROUGH ELECTRICAL WHOLESALERS 
THE ARROW-HART & HEGEMAN ELECTRIC COMPANY, HARTFORD. CONN. U.S.A. 
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Rural Markets In this issue we present much 
factual data on rural sales opportunities for electrical 
wholesalers, all of which together with certain “Basic 
Market Data” published in the April 1944 issue of 
WHOLESALER’s SALESMAN will be of inestimable value 
to any wholesaler or salesman who wishes to undertake 
careful planning of future sales effort in his particular 
territory. 

The market represented by the purchasing power of 
American farmers has received the attention it deserves 
from only a small percentage of the wholesalers who 
could properly serve it. Much of the business and in 
fact the larger portion of the most profitable rural 
sales have been captured by other agencies. 

War-time restrictions on the manufacture of civilian 
goods have gradually built up a back-log of rural 
demand that has already reached unprecedented pro- 
portions. When that back-log spending boom breaks, 
the biggest slice, in fact the cream of the business will 
go to those wholesalers and dealers and contractors 
who have prepared most carefully for cashing in on it. 

We hope that the editorial material on the rural 
market presented on following pages will stimulate 
interest and promote careful sales-planning on the part 
of hundreds of electrical wholesalers and salesmen, who 
previously did not consider it worth while to cultivate 
that field. We know that they will find the obtainable 
rewards well worth the effort. 

Additional editorial features dealing with the profit- 
able cultivation of the rural market are scheduled for 
future issues. 


* 


Copper Wire Redistribution Despite the éact 


that war production by copper wire mills is not tapering 
off, cut-backs and changes have made surplus copper 
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wire mill products available for redistribution in a 
cordance with existing War Production Board regula- 
tions. 

In each WPB Regional Office a Redistribution Divi- 
sion has been set up to handle disposition of idle and 
excessive irfventories and of surplus materials made 
available by contract termination. Such stocks are 
available to Copper Wire Mill Warehouses that have 
been assigned company numbers as such, but products 
so acquired may be redelivered only in accordance with 
CMP Regulation No. 4. 

WPB Regional offices are publishing weekly bulle- 
tins, called “WPB Redistributor”, in which available 
goods are listed. Warehouses with assigned company 
numbers should ask the nearest WPB regional office to 
he put on the mailing list for those weekly bulletins. 


* 


. eye 
Civilian (Goods Those interested in seeing pro- 
duction of civilian goods resumed at the earliest possible 
moment have had opportunity to blow hot and then 
suddenly cold with surprising frequency during the 
last 6 or 8 months. 

Reason is that Washington officials charged with 
production for war are perhaps too deeply conscious of 
the urgency of civilian needs. They want to release 
raw materials for civilian production when it’s right to 
do so and when someone along the lines sees a tiny 
speck of daylight in the situation, somehow or other the 
news leaks out and immediately hundreds of makers 
and sellers blow hopefully hot with visions of resuming 
normal trade. 

Then along comes demand from our armed forces for 
something new that’s needed at once to support our war 


(Continued on page 33 





"No investigation has been made by 
Fleur-O-Lier Manufacturers regard- 
ing the patent situation on these 
design or construction suggestions,” 
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Fleur-o-liers 


This label ona fluorescent light- 
ing fixture means electrical, mechani- 
cal and lighting excellence. Insist on 
it when you buy or specify. 


When I have a fluorescent lighting job, I 
can always depend on FLEUR-O-LIERS to 
deliver the goods. Look at the reasons: 


“First, FLEUR-O-LIER is not a brand of 
fixture, but a service that protects us all. Over 
35 leading fixture manufacturers share in 
it. I can pick the lines I want to sell, from 
a wide variety of sizes and designs . . . and 
know that they’re a// dependable. Second, 
every part of a fixture labeled FLEUR-O- 
LIER—ballasts and _ starters—the whole 
works, is tested and certified. 


“Tested and certified to what? Why, to 
definite standards, set up by lighting ex- 
perts. Electrical Testing Laboratories, Inc. 
of New York does impartial testing and 
certifying to assure me and my customers 
of constant protection and dependability.” 


GET THIS BOOKLET! 


“50 Standards of Satisfaction’ — 
tells the story of the FLEUR-O- 
LIER Manufacturers’ program and 
shows tests. Write FLEUR-O-LIER 
Manufacturers, 2121-7 Keith 
Building, Cleveland 15, Ohio. 


THE STORY’S ON THE LABEL. LOOK FOR IT WHEN YOU BUY. 


FLEUR-O-LIERS 


CERTIFIED FIXTURES FOR FLUORESCENT LIGHTING 
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(Here’s another ad in the series that brings a vital message to your customers.) 


IT’S ALWAYS (Wen : 
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PLANNING POSTWAR HOMES? A new factory? load that it will surely be asked to carry. 


A brighter, more bustling town? You'll want While you’re in the advanced planning 
to take every advantage of the wonderful stage consult with your engineer, electrical 
electrical devices of tomorrow. contractor and utility power engineer. Un- 

So—Wire ahead! Make sure that yourelec- —_ wired planning will cost you a lot more than 
trical system can handle the greatly increased _—_ planned wiring. urs 


Ke 





HELP BRING VICTORY SOONER... BUY MORE WAR BONDS 


KEY TO VICTORY JOBS 


Anafiuon 
ANACONDA WIRE & CABLE COMPANY 


25 Broadway, New York 4... Sales Offices Principal Cities 
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(Continued from page 29) 
effort and a cold wind of disappointment nips the hopes 
for Mr. Consumer in the bud. 

That’s the situation right now and indications are 
that for three months at least no improvement in the 
outlook for civilian goods need be expected—Sep- 
tember at the earliest—unless Hitler quits. 


* 


Rural Angle Taking the reports of the post-war 
planning committees of each state, sponsored by the 
U. S. Department of Agriculture, as its basis the Re- 
search Department of The Curtis Publishing Company 
announces that State rural electrification programs now 
contemplated, call for expenditures amounting to 
$3,502,472,000 and would make electricity available to 
5,131,483 new rural consumers. 

That huge Dollar total is made up of $1,590,315,000 
for 1,751,752 miles of new “high lines” ; $571,389,000 
for wiring farms and the balance for appliances and 
equipment. 

While these figures and particularly that of over five 
million mew rural consumers of electricity may be at 
variance with other published “estimates”, we are 
publishing them nevertheless, coming as they do from 
a wholly responsible agency. , 


* 


a 1 ege 
Used Car Ceiling Taking effect July 10, 1944 the 
price ceiling on used cars recently announced by OPA 
is expected to slow up materially the orgy of profits 
that itinerant dealers have enjoyed throughout the 
country. 
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Employing every known type of publicity, those 
itinerant dealers have combed cities and country side 
for used cars, picking the best of the lot right from 
under the noses of established local car dealers and 
generally at prices far below those that could have been 
obtained from the local man. In many cases the tactics 
employed have been shamefully unorthodox, to say 
the least. 

With a ceiling to observe in their selling price, those 
itinerants more than ever before will try to make their 
profit in the buying end of their business, putting the 
squeeze on the fellow who has a car but needs money. 
We vote for dealing with the established local dealer 
every time. 


. 
Construction In the 16 months since January, 1943, 
$8,028,114,000 in proposed postwar construction proj- 
ects have been reported to Engineering News-Record, 
McGraw-Hill publication. 

“Of this volume,” the magazine reports, “$2,306,- 
552,000, or 28.8 percent have plans underway or 
completed. 

“These planning stage projects, the real measure of 
prospective postwar construction employment, are 
expected to produce 1,153,276 jobs, one-third at the 
site and two-thirds in factories, mines, forests, etc., 
producing or prefabricating construction materials 
and equipment. 

“Of the proposed project volume, $386,302,000 is 
in New England (29 percent in planning stage) ; 
$2,419,607,000 in Middle Atlantic (34 percent in 
planning stage) ; $447,634,000 in the South (26 per- 
cent in planning stage); $1,518,100,000 in Middle 
West (38 percent in planning stage) ; $1,527,698,000 
in West of Mississippi (31 percent in planning stage) ; 
and $1,728,773,000 in Far West (12% percent in 


” 


planning stage ) 





Provides for both 























: @ For direct mounting on narrow A 4 
\ wiring channels or fixtures, bring MAJOR D 
the leads out of the bottom. OF VITAL EVELOPMENT 
For other applications, extend them from IMP ORTANCE 


the ends. Insulated bushings set at an angle / 
protect the leads either way. V No Duplication es 
Simplify your fluorescent lamp Ballast in- tock 
ventory,—reduce stock investment and save y lowe a 
time. Order the new Ballasts now. Available ast Investmens 
in two-lamp 40-watt sizes with other popular 
capacities shortly. JEFFERSON ELECTRIC / 3 Various Instat 
COMPANY, Bellwood (Suburb of Chicago), *qWirements 


Illinois. In Canada: Canadian Jefferson Electric 


lation 





Co., Ltd., 384 Pape Avenue, Toronto, Ontario. V Conserve Manpowe 
r 


| 











BALLASTS 


FOR FLUORESCENT LAMPS 
OUR 


@/nstant Starting Ballasts now available in the two-lamp 40-watt sizes. These Ballasts make possible starting without Onan 


separate starter action or cathode pre-heating, and will be furnished with leads for both bottom and end positions. a 
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t comparisons of performance in the electrical wholesaling 


eld are collected and compiled by the Bureau of 
Census of the U. S. Department of Commerce. 
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QURCE ‘he figures we use as basis for these monthly 


Business Index 
For the Month of April, 1944 


SALES Continuing their upward trend, wholesalers’ 
sales for April, as averaged from the reports of 305 
wholesalers throughout the country, rose to 162 percent 
of the 1939 average sales level. 

Sales volume of electrical wholesalers thus reached 
in April 1944 the highest point registered since October, 
1942, and equaled the approximate monthly average 
sales volume for the first six months of 1941 and for the 
last six months of 1942. Only one month of 1940 
topped April, 1944, in comparative sales volume, and 
even the boom year of 1941 included five months, when 
sales volume was not as large as this month’s volume. 

The very prominent upward swing of wholesalers’ 
sales during March and April mark the end, for the 
moment at least, of an eighteen-month period when 
sales volume followed an up and down course as 
business readjusted itself following cessation of the 
1942-43 war-building program. 

Although the high gains of March and April may 
be a temporary condition as the result of a release of 
products to satisfy pent-up demand (the three previous 
months were unusually low) it seems likely that when 
the index again levels off it will be at a considerably 
higher monthly average sales level than during the 
past year. 


INVENTORIES For the fourth successive month, in- 
ventories of electrical goods as reported by wholesalers 
throughout the country, showed an increase over the 
previous month. Compared with the average monthly 
inventory level of 1939, inventories in April were at 79 
percent, a gain of 4 points over March. 

This situation justifies some encouragement when it 
is considered that these two months coincide with the 
two months when wholesalers’ sales have reached the 
highest volume in 18 months. 


COLLECTIONS Collection percentages in April were 
at 95, the same as the revised collection figure for the 
previous month, and 17 points ahead of the percentage 
of April, 1943. Accounts receivable were up 2 percent 
compared with the previous month, and down 17 per- 
cent from the same month of last year. 
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HOW STEELSVRETCHES THE SYLVANIA LINE 
OF “COMPLETE PACKAGES OF LIGHT” 


Government release of steel for fluorescent fixture fabrication enables Sylvania to round out its line 
of “complete packages of light” to fit all industrial and commercial general lighting requirements. 


Now there are SEVEN INDUSTRIAL UNITS 
Continvous-Row Type 





Back into the line come these outstanding Sylvania Fixtures with 
steel reflectors, designed primarily for continuous-row or end-to- 
end installations. They are made with the same high quality 
materials available in 1942. 


Single (4-foot) channel top-housing 


HFF-104—two 40-watt lamps, for continuous-row mounting 
HFF-154—three 40-watt lamps, for continuous-row mounting 


Double (8-foot) channel top-housing 


(Continuous wire-way enclosure reduces cost of continuous-row 
installations ) 


HFF-208—four 40-watt lamps, for continuous-row mounting 
HFF-308—six 40-watt lamps, for continuous-row mounting 


All models come completely equipped with lamps, ballasts, and 
starters — pretested and ready for immediate installation. 


o 
All-Purpose Type 





The famous Sylvania ‘Fixture of the Future,” which has proven 
so popular in war industry, is now available with a reflector drawn 
from 20-gauge steel, with a reinforcing lip. Finished with durable 
synthetic enamel. For either continuous-row or individual mount- 
ing. 

HF-100S steel reflector has knockouts that provide for easy con- 
version from two to three lamps. The streamlined top-housing in 
all models has knockouts that make almost any type of mounting 
possible. Supplied in “complete packages of light” with lamps, 
starters, and ballasts, pretested, wired, and ready for immediate 
installation. 


HF-100S—two 40-watt lamps 
HF-150S—three 40-watt lamps 
HF-235S—two 100-watt lamps 


Portable FLUORESCENT WORK LIGHT 
FOR INDUSTRY 


P-7 Sylvania Extension Cord Lamp makes fluorescent light port- 
able for the first time. Compact dimensions — 101/,” x 1 3/16” 
x 17”. Goes anywhere the hand can reach in close-quarter work. 
Cool and adequate light from a 6-watt Sylvania Fluorescent Lamp 
is safe and efficient. Steel guard prevents lamp breakage. Handy 
hook leaves both hands free to work. Operates on 110-125 volts, 
60-cycle, AC only. 
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SYLVANIA ¥ 


ELECTRIC PRODUCTS INC. 


tures and Accessories Incandescent Lamps 
Cathode Ray Tubes, Electronic Devices 
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Now there are SEVEN COMMERCIAL UNITS 
Two-Lamp Shielded and Unshielded 


It is now possible to resume the manufacture of this handsome 
and adaptable series. All models have steel reflectors and employ 
40-watt lamps. This variety of models will make for wider 
fluorescent application to the commercial and institutional field. 


Two 40-watt Lamps 


C-100 unshielded with pendant 

| 101 shielded with pendant 
C-113 unshielded surface-mounted 
C-115 shielded surface-mounted 


All models are supplied with Sylvania Lamps as “complete pack- 
ages of light.” 








* 
These highly efficient fixtures are decorative in appearance but 
functional in design, with diffusing panels on each side of the 
lamps and louvers directly beneath. Equipped with four 40-watt 
lamps. Steel reflectors. : 
Four 40-watt Lamps 


C-205S. individual surface-mounted 























Four-Lamp Shielded and Unshielded 


These Sylvania Fixtures, which are ideal for stores, offices, lebora- 
tories and hospitals, now are equipped with 20-gauge steel reflec- 
tors finished with synthetic enamel. New design hinged end-caps 
and hinged diffusing panels make for easier and speedier main- 
tenance. Supplied complete with four 40-watt Sylvania Fluores- 
cent Lamps, Dua-Lamp Auxiliaries, and Starters — pretested and 
ready for immediate installation. Available with or without 
pendant. 








Four 40-watt Lamps 


C-200S unshielded, surface-mounted, individual 
C-201S. shielded, surface-mounted, individua! 


Leading Manufacturer of Fixtures in the Fluorescent Field 


SYLVANIA ELECTRIC PRODUCTS INC., Boston Street, Salem, Mass. 
Dept. WS-744 


Please send me information on the fixtures 1 have 


checked. 
SYLVANIA “COMPLETE PACKAGES OF LIGHT” 


Name 





Industrial Fixtures Commercial Fixtures 


HFF-104 — C-100 
C-101 
C-113 Firm_ 
C115 
C-205S 
C-2008 Address___ ea a ret 


C-201S 


Title_ 


City. —- = 
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WHOLESALERS SALESMAN BUSINESS INDEX 





REGIONAL ANALYSIS 


\ | HEN compared with the previous month, whole- 

salers’ sales were very unevenly distributed among 
the nine regions. A range of 17 points between the 
high and the low regions showed up in the r,ports. 

Asa rule, the large groups of industrial states showed 
declines which are probably reflections of “cutbacks” and 
cancellations, while the agricultural-mining regions 
reported slight increases in sales volume. The excep- 
tions were Regions 4 and 5, both primarily agricultural, 
which recorded declines of 4 percent each when com- 
pared with the previous month. 

New England, region 1, which has figured so often 
recently in the regional analysis because of its erratic 
behavior, draws attention again in April. After being 
in third place in percentage of sales increase in March 
these states dropped to the bottom, reporting April 
sales volume at 87 percent of the previous month. An- 
other war-busy area, the Pacific States region, which 
was next to the top in March, dropped to 89 percent 
in April. 

Wholesalers throughout the country reported a very 
well balanced distribution of inventories in April com- 
pared with March. 

The largest regional gains over the previous month 
were reported from those Eastern and Mid-western 
regions which at the same time reported a drop in sales. 
It seems probable that more normal deliveries from 
manufacturers to wholesalers in caused 


those states 
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APRIL, 1944 


Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 





._ SALES 
April, 1944 
Compared in % with 


March 
1944 


INVENTORIES 
April, 1944 
Compared in % with 


March April 
1944 1943 


Trading 
Region 
(See Map) 





87 
90 
96 
96 
96 


109 101 
107 
102 
102 
107 
107 
99 
99 
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the local increase in inventories, while sales were suffer- 
ing a temporary set-back. 

Several regions reported inventories that were larger 
than for the same month of last year, with one, the West 
South Central states, showing inventories that were 
19 percent ahead of April 1943. 
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APPLETON 


Oe me 


APPLETON COUPLINGS AND CONNECTORS 
FOR ELECTRICAL METALLIC TUBING 


There are sound reasons for this 
outstanding Appleton leadership! 


Appleton Gland Ring Couplings and Connectors make 
a rigid, permanent tubing connection that is approved 
watertight! < 

The concave, piston ring type of gripping ring insures 
an easy fit on tubing cut in the field with a hack saw, 
thereby assuring a positive grip and extreme 
rigidity in the completed installation. 

It is not necessary for your customers to 
use more than one type of fitting when they 
standardize en Appleton Couplings and 
Connectors. Appleton fittings are expertly 
designed, and made in Appleton factories 
to high specification standards. They em- 
body every important improvement for fit- 
tings of their type. 


The Appleton Trade 
Mark or the registered 
trade name, “Unilets”’, 
on electrical materials 
is your assurance of 
skilled design and 


All sizes have hexagonal nuts, and hexagonal center 
sections, which are easily held rigidly with a wrench 
while tightening. Connectors have high knockout clos- 
ing shoulders, and are equipped with bonding type lock- 
nuts, which fasten securely to outlet boxes, panel boxes, 
and other equipment. Competitively priced! 

Appleton service, as usual, is prompt and dependable. 
Costly delays are avoided by specifying Appleton Fittings 

—STANDARD FOR BETTER WIRING! 


Sold Through Wholesalers 
APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE - CHICAGO 13, ILLINOIS 
Branch Offices: NEW YORK, 76 Ninth Avenue + DETROIT, 7310 
Woodward Avenue «+ CLEVELAND, 1836 Euclid Avenue + SAN 
FRANCISCO, 655 Minna Street « ST LOUIS, 420 Frisco Bldg. » LOS 
ANGELES, 100 North Santa Fe Avenve ATLANTA, 175 Luckie 
Street, N.W. «© BIRMINGHAM, 6 N. Twenty-first Street + MIN- 
NEAPOLIS, 305 Fifth Street, S. * PITTSBURGH, 418 Bessemer Bidg. 


Resident Representatives: Baltimore, Boston, Cincinnati, 
Dallas, Denver, Kansas City, Milwaukee, New Haven, New 
Orleans, Philadelphia, Seattle. 


highest quality. “Uni- 
lets"’,are made only by 
Appleton Electric Co. 


FITTINGS, ADAPTERS, CLAMPS, ETC., 
ARE ALSO AVAILABLE FOR USE 
WITH ELECTRICAL METALLIC TUBING 























WITH Rey) EXPLOSION-PROOF 
<3 FIXTURES AND FITTINGS 


The layout above shows how four R&S explosion-proof products 
meet the most exacting demands of safety in an extremely hazardous 
area. 


WHEN YOU PLAN OR REMODEL a building, an outdoor installa- 
tion, a ship or an electrical machine, it is not always possible to 
pre-determine the hazards it will encounter during its long life of 
service. With R&S, the electrical system can be made vaportight, 
dust-tight, moistureproof, waterproof or explosion-proof—or all 
five if necessary. And R&S Ever-Lok wiring devices will prevent 
accidental interruption of service for the life of the job. 


ASK YOUR CONTRACTOR OR JOBBER 


He has the latest 300 page R&S Catalog No. 90. 
and can refer you to scores of jobs in your vicinity 


Sceuce 1902 rout ‘Sr pone ca il roc ou plone 
RUSSELL & STOLL COMPANY 
EXPLOSION-PROOF WATER-TIGHT AND EVER-LOK RECEP. 
TACLES, PLUGS, CONNECTORS, SWITCHES AND FIXTURES ~~. 
125 BARCLAY STREET - NEW YORK 7, N. Y. 
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FREE ENTERPRISE 


The Obligation of Management and Labor 





to Cooperate. ..2n War...in Peace 





The Invasion is on! We have unleashed our full might 
for military victory. We have confidence that our great 
strength will bring success. We are strong because we 
have achieved unity in mobilization and in combat. 

Though victory appears assured, we cannot rest until 
we have done everything in our power to speed the day 
when death and destruction are halted. 

The home front is an important factor in this time 
element, for the fighting power of our Armed Forces 
depends upon their weapons. Napoleon’s army fought 
“on its stomach”—man against man. Eisenhower's men 
fight on their tonnage—tanks, artillery, machine guns, 
heavy bombers. 

As never before in the long succession of wars, the 
legends of heroic deeds on the battlefronts in this world 
conflict will be paralleled in history by the great accom- 
plishments on the production fronts. Along with these 
heroic achievements of our Armed Forces, the world will 
long remember the record of our production accomplish- 
ments which have made us the stongest military power 
in the world, as well as the arsenal of democracy. 

As the conflict reaches its climax, as battles grow 
fiercer and more destructive, our responsibility becomes 
grcater and more critical. We must coordinate our pro- 
ductive efforts with the same ingenuity and the same 
precision with which our Armed Forces have coordi- 
nated theirs. We dare not waste the productivity of a 
single man or machine in these critical days. 

As our landing craft are discharging our fighting men 
ou the beaches of Europe and the Pacific, they must not 
want for equipment. No interferénce with war produc- 
tion for any reason can be justified. ‘There must be no 
picket lines in America! 

The landing of American troops in France virtually 
has stopped all strikes in the United States. This is im- 
portant and encouraging news because the prelude to 
Invasion, unfortunately, has been an epidemic of strikes. 
Time lost through strikes, during the first four months 
of 1944, was double that lost during the same period 
last year. April saw more strikes than any other month 
since Pearl Harbor, and in May the record again was 
broken. Here is what happened within two weeks in May: 


Nine thousand men in six Chrysler plants in Detroit were 
out when a jurisdictional dispute in a “soda pop” war be- 
tween the American Federation of Labor teamsters and the 
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Congress of Industrial Organizations fired their discontent. 


A three-day sit-down strike occurred among 950 employees 
in the B. H. Aircraft plant over the refusal of the company 
to discharge a superintendent unsatisfactory to the union. 


Thirteen hundred men in the Chevrolet transmission and 
axle plant at Saginaw struck over a no smoking rule and a 
change in shift-starting time. 


Two thousand employees at the Browne and Sharpe Manu 
facturing C Jompany walked out when a woman was hired to 
fill a job long held by a man. 


Production of penicillin, blood plasma, and other medical 
supplies was halted at two Detroit plants of the Parke Davis 
Company as 1900 employees struck for a ten-cent raise. 


Over 25,000 lumber workers in the Pacific Northwest 
struck because the War Labor Board denied their demand 
for a wage increase. 


At the end of the third week of May, 70,000 workers in 
26 plants in Detroit were idle because of strikes. 

Strikes in Detroit alone reduced production as much 
as a moderately successful German air raid would have 
done. Far more important than their effect on output is 
the effect of strikes upon national unity and morale. ‘To 
our home front and to our Armed Forces, strikes belic 
our pledge to back the attack with all the power at our 
command. Hence, strikes limit our all-out war effort. 

Prompt and decisive action is needed to keep America 
free from strikes for the remainder of the war. Stop- 
pages of work on the production lines cannot be con- 
doned while lives are being lost in fighting the enemy. 


Most union leaders realize this need and are prepar- 
ing to impose discipline upon their members who violate 
the no-strike pledge. The Warehouse Division of the 
International Longshoremen’s and Warehousemen’s 
Union (C.1.O.) recently declared: “Strikes in this time 
of war are treason ag: iinst the nation and betrayal of the 
interests of labor.” A message sent by William Green to 
all heads of American Federation of Labor unions stated: 


“D-day is here. From now on until Hitler is finally crushed, 
every worker enrolled in the army of production must con- 
sider himself a part of the invasion forces of the United 
States and conduct himself accordingly. I call on you in the 
name of the American boys who are risking their lives un- 
der enemy fire to maintain uninterrupted production under 
any and all circumstances. Until victory is won every worker 
must give the same all-out service that our Armed Forces 


are giving on the field of battle.” ; 














Strongest of all was the appeal of R. J. Thomas, presi- 
dent of the United Automobile Workers, to members 
of his union: 


“Our union cannot survive if the nation and our soldiers 
believe that we are obstructing the war effort . . . there can 
be no such thing as legitimate picket lines . . . I appeal to 
our membership. If you value your union, if you want to 
live and serve after the war, we must restrain ourselves 
and our hot-headed brothers today. If we do not, there will 
be no union after the war.” 


Union officers are entitled to vigorous support from 
management and government in their efforts to prevent 
strikes. Behind many a strike is an accumulation of un- 
settled grievances. Managements are overworked, and 
many union shop stewards are new and inexperienced 
and do not always do their part in turning down cases 
which lack merit. Both of these conditions make it easy 
for large backlogs of unsettled grievances to pile up. A 
special drive to clean up unsettled cases and to prevent 
new accumulations of them is one way by which man- 
agements and local union officials can help shorten the 
war. 


The government too has a contribution to make to 
the prevention of strikes—both through the prompt dis- 
posal of disputes and through firm action against the 
leaders of strikes. The National War Labor Board and 
the Regional Boards are disposing of over five thousand 
cases a month and have made an excellent record in re- 
ducing their backlogs. Nevertheless, the boards still have 
many old cases; and about one out of four strikes has 
been an effort to get action from one of the labor boards. 
The boards are entitled to cooperation from employers 
and unions in keeping down their docket. In instance 
after instance, cases are dumped in the lap of the board 
before the union and employer have made a real effort 
to get a meeting of minds and to work out settlements. 

In the present emergency, strikes are an expression of 
the lack of adequate understanding and team work be- 
tween unions and management. Any future great up- 
surge in industrial strife likewise will be due to misun- 
derstanding. After this war this country must not go 
through another “1919” when the time lost from strikes 
reached an all-time high. With 13 million workers, or 
almost half of the non-salaried employees of the coun- 
try, in trade unions, the power and prestige of unions is 
greater than ever. The long-run prosperity of the coun- 
try requires that business and labor learn how to 
cooperate in supporting the policies which produce 
the largest possible profits and the largest possible 
payrolls. 


Although business is primarily interested in the larg- 
est possible profits, and labor is primarily interested in 
the largest possible payrolls, both objectives call for the 
same basic conditions. Payrolls depend upon the pros- 
pects for profits. If bad relations between business and 
labor or unwise public policies cause employers to take 
a pessimistic view of the outlook for profits, both em- 
ployment and pay rolls will be depressed. 


Individual unions and individual employers always 
will have differences over w ages and hours and the status 





of labor in particular plants or in particular occupations. 
Some disputes on such issues are inevitable, but resort 
to arbitration and calm intelligence can help greatly in 
avoiding strikes in the long run. Cooperation between 
labor and management is an economic necessity. In our 
kind of economy, payrolls and profits both depend 
upon the willingness and the ability of business and 
labor to work together in creating the conditions un- 
der which enterprise flourishes. 


The foundation for intelligent and effective coopera- 
tion must be accomplished by skillful and imaginative 
managers in plants throughout the country who are will- 
ing to help unions with their problems, and who are able 
to interest union leaders and their members in the 
problems of business. Union members and their leaders 
are keenly interested as a rule in the efforts of manage- 
ment to win new markets. They know that jobs depend 
upon the success of managements in improving the 
product, adding new items to the line, and, less frequent- 
ly, cutting costs and prices. Employees like to be kept 
informed about what management is doing, what prob- 
lems it is meeting, and what success it is having. Most 
of all, they like to have an opportunity to contribute 
their ideas and suggestions. 

The recent epidemic of strikes should not blind us to 
the fact that even today there are more plants where 
managements and unions are on good terms than ever 
before in the country’s history. Consider, on the one 
hand, the extensive and constantly growing efforts of 
unions to train and develop shop stewards and, on the 
other hand, the efforts of employers to teach foremen 
how to carry out the new responsibilities imposed upon 
them by union agreements. Unions and managements 
together are learning how to operate together such tech- 
nical devices as time study and job evaluation. Manage- 
ments which, several years ago, opposed the provision of 
umpires to interpret union agreements and to settle 
deadlocked cases today are taking the lead in suggesting 
such arrangements. 

The war is reaching a crisis, and all groups in the 
country must be aware as never before of their com- 
mon interests. ‘This presents an opportunity which 
should be seized to lay the permanent foundations for 
more effective team work in American industry. Let his- 
tory record that the days when Europe was being lib- 
erated also were the days when unions and employers 
were making unprecedented progress in preparing Amer- 
ican industry for the return of the service men by de- 
veloping policies of cooperation between business and 
unions. Such cooperation will help achieve a peace 
worthy of our efforts and our sacrifices. 


President, McGraw-Hill Publishing Company, Inc. 
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with the 
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Miller continuous Fluorescent Lighting Systems are the triumph of 100 years of light- 
ing leadership. 100 years of trial and error and success. 100 years of wide experience 
with all light sources and all fixture types and materials. 


Miller systems have solved the worst lighting “bottlehecks” on our production front. 
They are so versatile and practicable—and attractive—that their possible uses meet 
most architectural requirements. 


The Miller two-light Troffer shown above is an indication of ‘advance * Miller pioneer- 
ing to broaden still further every lighting benefit offered by the original Miller lighting 
system. It can be installed (easily and in almost any type ceiling) in individual units, 
in any combination or grouping of units, or in continuous rows—BY THE MILE! 


It is economical to install, economical to service and so flexible in its application that 
almost any level of illumination can be obtained for a given area. 


Miller works not only with fluorescent but also mercury-vapor and incandescent—so 
Miller Engineers are unbiased in their recommendations. Miller Engineers are in 
principal cities and it’s their job to help you lick your problems. So call in a Miller 
Engineer for a round-table talk—or call us directly. 


It’s just that easy to cash in on what 100 years have taught us! 


*Shown now only for your advance planning 


THE MILLER COMPANY ec MERIDEN, CONNECTICUT 


Heres lighting you can plan to Do Things 
with... tor oftices, schools and stores / 





ILLUMINATING DIVISION OIL GOODS DIVISION ROLLING MILL DIVISION 
Fluorescent, Incondescent Domestic Oil Burners Phosphor Bronze ond Brass 
Mercury Lighting Equipment ond Liquid Fuel Devices in Sheets, Strips and Rolls 


WAR CONTRACTS DIVISION 
War Materiel 
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Typical Distribution Curve 





IMPORTANT REASONS 
FORSPECIFYING MILLER 
LIGHTING SYSTEMS 


Low Installation Cost 
2 
Simplified Maintenance 
* 
Uniform Illumination 
+ 


Attractive Design 





Record Potential Market for 
Awaiting Wholesalers Who 





UTSTANDING 
postwar business opportunities 
for the electrical wholesaler and 

his salesmen is the rural electrical 
market. 
known authorities contend, that the 
business of supplying the rural farm 
and home with wiring materials, 
lighting, electric tools and equip- 
ment, appliances and radios, might 
approach in sales volume that of the 
new homes market. 

Three conditions make it worth- 
while for the wholesaler and sales 
man to consider now what comprises 
this rural market and how best they 
can prepare to supply the great vari- 
ety of electrical goods that the rural 
buyer will want. 

First, there is the heavy demand 
for agricultural products that is ex- 
pected to last for several years after 
the war, when supplying much of the 
world’s food becomes an instrument 
in our policy of winning the peace. 
This demand for the products of the 
rural sections will increase the need 
for employing electric power as one 
of the most important means of get- 
ting maximum production for maxi- 
mum income. 

Then, there is the piled-up de- 
mand for electrical equipment and 
electric appliances that could not be 
satished during the war years. The 
great increase in farm income has 
provided the means for the rural 
dweller who has always wanted and 


among the 


As a matter of fact, well- 


needed the advantages of electricity 
an@Pelectrical equipment to satisfy 
those demands. “Wartime shortages 
and restrictions prevent those pur- 
chases now and are building up the 
backlog which the wholesaler will 
stipply after the war. 

Finally there is the fact that many 
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By John Albert Austin 


R.E.A. projects were completed just 
before or during the war, at a time 
when the rural population was un- 
able to fulfill its desires for electrical 
equipment. 

It may be helpful in the study of 
this rural market development prob- 
lem to look briefly at some labor sav- 
ings and productive increases that 
are possible through application of 
electricity on the farm. While most 
of the available reports and studies 
have not gone far enough to make 
effective presentations, and 
some have stopped simply at determ- 
ining operation costs, considerable 


sales 


proof of labor saving and increased 
production is povided. 


ee | 
{ 
' = Ee 


% 


One example that will emphasize 
to the wholesaler the potential 
market for a particular farm electri- 
cal item, is the electric water system. 
This probably represents the most 
profitable investment a farmer can 
make. The average system will pay 
for itself through savings in labor 
costs alone in from six to twelve 
months. In the dairy it has been 
substantiated that milk and butterfat 
production are increased from ten to 
twenty-five percent by having plenty 
of good running water. 

Other examples are equally strong 
indications of the future market. Ex- 
periments prove that milk can be 
cooled at nine and one-half cents per 
hundred pounds as against foriy and 
one-half cents by ice. With a herd 
of ten cows, a milking machine will 
pay for itself in less than two years. 


£ — 


One of the several markets for refrigeration equipment that the wholesaler can 
look forward to in his post-war rural selling plans, is the need for more electric 


milk coolers of this type. 
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Supplies and Appliances 
Can Sell the Rural Market 


The new agricultural scene. 


America’s farms the modern lighting, 


An electric milk cooler will save the 
difference in cost of equipment over 
cooling by ice in from three to six 
months with a like herd of cows. 

Poultry and egg production show 
increases from ten to forty percent 
by the use of electricity. A simple 
home-made pig brooder using a 150- 
watt lamp and reflector, cuts losses 
at farrowing time fifty percent—an 
average of one and a half pigs per 
litter. 

Countless other examples might be 
given but these are sufficient to show 
the main advantages of electricity to 
the farmer—more production, more 
profit, less cost, and less labor. 

A few actual experiences will 
emphasize the overall improvement 
that electricity offers to the rural 
buyer and thus makes him a large 
post-war market for electrical equip- 
ment and appliances. 

J. C. Russell of Platteville, Wis- 
consin, operates a 160 acre dairy 


farm. He added poultry lights, 


Electricity can and will bring to 
powered equipment, 
scientific machinery, and those luxuries and conveniences that 


chick brooder, poultry water heaters, 
two water pumps, a refrigerator, 
fanning mill, work shop, corn sheller, 
lights in the hog house, the tool shed 
and the hatchery as a means of 
greater production. As a direct re- 
sult of time saved, he increased pro- 
duction by 126,000 eggs, 100 
chickens, 50 hogs. 

Charles Finn, Bridgeport, Wis- 
consin, added 35 acres to his 193-acre 
farm last year, stepping up produc- 
tion of both corn and oats. At 
present 22 cows are being milked, 
four more than in the past, and since 
1940 the butterfat output has grown 
from 4,100 pounds to 7,500 pounds. 

It is believed the electric water 
system, insuring an abundant supply 
of drinking water in the barn has 
paid for itself in a year through 
increased production and that the 
milking machine releases one man 
for at least two and a half hours 
every day. 

Guy D. George, a farmer in Beav- 
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the farmers have so long needed and deserved. The post-war 
rural dweller will be able to buy all these goods, and the 
wholesalers can be the distributors for this market. 


erhead County, Montana, operates a 
diversified farm on which the bill for 
electricity is about $40 a month. He 
estimates that the use of electricity 
easily takes the place of one hired 
man, and $40 a month for a hired 
man in these times is very low, to 
say nothing of the cost of boarding 
and housing a man. In addition to 
productive equipment in use on his 
farm, his home is practically com- 
plete in electrification. 

In a survey of forty-one selected 
electrified farms by REA in Decem- 
ber 1942, in Ohio and Indiana, the 
facts showing production before and 
after electrification were obtained. 
Remarkable increases were obtained 
with a decrease of fulltime men em- 
ployed from 110 to 103. 

These examples are sufficient to 
show what electricity in agriculture 
can accomplish in the social and eco- 
nomic welfare of a farm family. Fur- 
thermore every salesman who oper- 
ates in rural territory will be able to 
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find similar cases nearby, which, if 
properly used will make it easier to 
sell other farmers in the district. 
Such proof of economic results 
achieved will, in the final analysis 
contribute most toward gaining the 
greatest possible sales in this im- 
portant market. 

Let us look now at some already 
existing market potentials for major 
equipment, which is the foundation 
for gaining the most out of specialty 
selling to the farm. 

The figures here presented are 
based upon what are considered reli- 
able market studies and approxima- 
As of December 31, 1943, 
more than 2,550,000 farms had elec- 
tric service. There are approxi- 
mately 800,000 dairy herds which 
will amply justify the purchase of an 
electric milker. Of these, 500,000 
are without milking machines ; there 
is a demand for hundreds of thous- 
ands of cream separators ; over 700,- 
000 are without milk coolers. 

1,750,000 electrified farms are 
without a modern water system; 
water system manufacturers are 
planning production of 500,000 the 
first year after the war. Manufac- 
turing quotas for water systems are 
now at approximately 76 percent of 


tions. 





1941—all to be sold to farms. This 
means that over 250,000 systems 
will be available for farms in the next 
twelve months. No accurate figures 
are available for electrical equipment 
in poultry raising, but production in- 
creases justify expenditures of mil- 
lions of dollars. 

The possibilities of light on the 


farm are tremendous. Lighting 
with incandescent or fluorescent 


lamps, application of ultra violet and 
bactericidal lamps, brooders, auto- 
matic water warmers all have con- 
tributed greatly to egg and poultry 
production by proved experiment. 
The wiring of a poultry house for 
1,000 hens will amount to approxi- 
mately $60. There isn’t a farm but 
what today could use at least one 
additional electric motor. In 1942 
386,000 electric fencers were sold. 

The foregoing are by no means 
the total possibilities but they serve 
to illustrate, the tremendous oppor- 
tunities that exist for building sales 
through selling farm electrification. 
A list of additional farm uses for 
electrical equipment is published in 
the Market Data section of this issue, 
but the above are sufficient to show 
the magnitude of the existing 
market. 


In evaluating this rural market it 
is often overlooked, that the indi- 
vidual farm home offers a greater 
sales potential than the urban. Not 
only that every application of electric 
service to the home of a city dweller 
is equally applicable to the farm 
home, but the needs of the latter ex- 
tend far beyond such limits. For 
instance, city families have no need 
for an electric water system; the 
average farm home is larger; the 
family is larger; they want larger 
and better appliances as proved by 
experience. 

In addition to the use of electricity 
for the functional and comfort re- 
quirements of mere living, over one 
hundred uses of electricity have been 
discovered in connection with the 
productive and maintenance activi- 
ties on a farm. 

This phase of farm electrification 
represents a market much greater in 
dollar volume than the home. Best 
proof is that in 1942 the average 
annual revenue for electric current 


delivered to farms east of the 100th 


meridian, where irrigation is no 
great factor, was only $48.07, or 
about $4.00 per month, while many 
farms, more completely electrified, 
were paying from twenty to forty 
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Courtesy of the Curtis Publishing Co. 


These figures show that the farmers had nearly 7 Billion Dollars out of their 1943 income left for war bonds, cash 


savings, debt reduction, etc., all building up a tremendous reserve of post-war buying power. 
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Farmers outstrip labor in war-time increase in earnings. 


Another good reason 


why the wholesaler should look to the rural electrical market for a large amount 


of post-war business is seen above. 


The income gains of farmers has been far 
ahead of the gains made by the wage earners. 


At the same time, because the 


personal living expenses of the rural dweller are less in relation to income than 
for the urban resident, farmers realize a higher net cash saving per dollar of 


income. 


dollars per month for electricity and 
investigation has established that the 
farms with the big bills for current 
were employing electricity in pro- 
ductive work. 

As to the home market on farms 
now receiving high-line service, over 
2,150,000 are without electric 
ranges ; very few have electric water 
heaters ; the market for dishwashers 
is almost entirely new; more than 
half have no mechanical refrigerator 
nor electric washer; over 2,000,000 
have no electric ironer; 1,500,000 
farms have no radio (approximately 
2,000,000 sets were sold to farms in 
1941); over one-half have no 
vacuum cleaner; and the saturation 
of small appliances is far below that 
of cities. 

A recent survey among approxi- 
mately one-third of REA Coopera- 
tives in the United States produced 
the following information : 


Number Number 
Members WhoWould 
Without Buy in 1944 
Appliance Appliance _ if Available 
Electric Refrig- 
erator 185,670 94,010 
Electric Range.. 292,636 49,712 
Electric Wash- 
ing Machine. 162,127 76,284 
Electric Iron. 91,770 73,115 


These figures further emphasize 
he possibilities for electric appliance 
sales in the home. 

A fairly new development with 
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great sales potentials is the sharp 
freezer and food storage locker for 
the home. Farms are considered the 
the greatest potential market. Re- 
frigerating Engineering estimates 
that 1,000,000 of these will be sold in 
the first two years following the war. 
This is but a brief glance at existing 
possibilities, but estimating each 
farm conservatively as representing 
a potential expenditure of $500 for 
electrical appliances and equipment, 
we have a billion and a quarter dollar 
market, that is waiting to be sup- 
plied, and this does not take into 
account replacements due to obsoles- 
cence, 

And now a word as to future ex- 
pansion. Plans of both private utili- 
ties and the Rural Electrification Ad- 
ministration are more ambitious than 
at any time in history. If these plans 
are realized, 2,000,000 additional 
farms will have electric service 
within five years following the war. 
This will be an entirely new market, 
and has sales prospects of at least 
two billion dollars. Perhaps one of 
the greatest reasons why wholesalers 
should be looking at the farm market 
optimistically is that farmers for the 
first time in over twenty years actu- 
ally have the money to take full ad- 
vantage of all the developments made 
possible through scientific research 
and applications of power to their 
work, 


Economic conditions in war dev- 
astated countries are expected to 
assure farmers a continuance of high 
income for a number of years. 
Further, a great revolution which is 
of more permanent importance in 
agriculture is now under way—a 
revolution which will have far reach 
ing social and economic aspects. Soil 
conservation, greater yields per acre. 
new crops, many grown for indus 
trial use, utilization of more of the 
crop, applications of mechanical and 
electric power to farm jobs all add 
up to a new era in agriculture—an 
era which will see the industry full) 
established on the most solid founda 
tion in its history. 

Farm electrification will have a 
far-reaching effect upon the social 
and economic welfare of the nation. 
Agriculture and industry today more 
fully recognize the interdependence 
of each upon the other. Agriculture 
must be prosperous if industry is to 
prosper and vice-versa. America 
needs more family farms which are 


-more profitable. Coupled with other 


forces now at work, electricity will 
contribute largely to this desirable 
end, and herein lies a powerful and 
motivating force for the purchase of 
electrical equipment for greater pro- 
duction at a profit. 

In the postwar period the farm 
will represent a major market of the 
electrical industry. The industrial 
worker may face an uncertainty as 
to when and where he will find perm- 
anent employment. As a result, he 
will be more conservative in spend 
ing whatever savings he may have 
accumulated until such doubt is re 
moved. In contrast, the farmer 1s 
assured of a market for all that he 
can produce for years to come. As 
a result, he will purchase such equip 
ment as he may need just as quickly 
as it is available, for he has the assur- 
ance of a continued income. 

Jeing the bridge between the 
manufacturers of electrical products 
and the contractors and dealers who 
do business with the rural market, 
wholesalers and salesmen must make 
certain that they supply a distribu 
tion service that meets satisfactorily 
the needs of the rural buyers. 


a — 


AUTHOR’S NOTE: The author hereby 
expresses his appreciation to Mr. Frank 
E. Watts, executive “Farm 
Journal,” for much of the factual material 
presented in this article. 


assistant on 





The FARMER NEEDS 


The most profitable electrical machine for any farmer with 10 or more 
cows is the milking machine. It will pay for itself in two years or less 
from the savings in labor cost plus the added value of the milk obtained. 





More livestock can be fed at lower cost through the use of The many uses for this portable pumping outfit lowered pro- 
this electrically-driven corn sheller for home-grown corn. duction costs for drainage and irrigation, livestock watering. 


Low profit margin in the poultry industry The combination of running water, elec- A job costly in manpower, the hoisting 
makes it worthwhile to reduce cost of  trically heated water fountains, and night of hay to the barn loft, is now handled 
production, such as with this feed grinder. lights, can increase egg production 50%. by one man with this electric hoist. 
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ELECTRICAL EQUIPMENT... 


The farmer does need electrical equipment, and the 
wholesaler and salesman can supply this equipment, but 
a thorough knowledge of the requirements of the market 
is necessary if intelligent sales planning is to be done. 
The wholesaler and salesman should know what products 
the farmer needs and for what reasons he will buy them. 


On these pages are pictured many of the farmer's 
electrical needs, along with highlights on the value of 
these products—highlights to more detailed information 
which wholesalers and salesmen should have before plan- 
ning intensive sales to the rural market. 


The first and foremost labor saver for any farm is the electric 
water system, yet only 17 percent of U.S. farms have running 
water. Sale of 500,000 units expected in first post-war year. 


This farmer is feeding hay into an electrically-driven grinder Certain types of lighting cut production costs through savings 
which also “pumps” the ground hay to storage. in time and by reducing accidents. 


The first step in the success of any poultry-raising enterprise, the produc- 
tion of healthy chicks, can be aided greatly by equipment such as above— 
electric brooder for controlled heat, and a sunlamp for Vitamin D. 
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EQUIPMENT . . . (Cont.) 


The FARMER NEEDS ELECTRICAL 


efficiency and increases greatly his safety at work. Other 
similar uses for good lighting are in the calving pen, feed 


Good lighting installations, whether in a hay mow, as above 
room, granary, piggery, cowbarn and milkhouse. 


left, or in a sheep barn, above right, makes the farmer inde- 
pendent of daylight in scheduling his inside work, adds to his 


This large dairy barn is lighted by the central row of in- 


candescent lamps in RLM reflectors, plus rows of sunlamps 


Light in the home is as important to the farmer and his 
over the stanchions. Good lighting speeds up all the chores. 


family as it is to the city and suburban dweller. Not only 
lighting, but good lighting, awaits to be sold to farms. 


Good lighting pays off in profits here by bringing business to During much of the farmer's year, maintenance and repair 
the farmer's roadstand during the evening hours. There is must be allocated to off hours. For this night work he needs 
expected to be a regrowth of roadside selling, after the war. extra-high footcandles of light. 
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The luxuries and conveniences of the American way of living are as much 
desired by the farm family as by the city dweller. Radios, fans, appliances, 
good lighting—all will be in demand postwar by the farm families. 





Post-war sales of these fast-freeze cabinets to farmers are The home laundry offers a large market which the whole- 
expected to boom immediately after the war. More than 20 saler should consider carefully in planning post-war rural 
new manufacturers are expected to enter the field. sales. The farm wife needs these many labor-saving tools. 


-ysieaitss BOE SS eae 


Convenience for the man. More hours to relax or Convenience for the womam Electricity can be the 
to devote to productive tasks when he has this farm wife’s greatest friend. With it she can have a 
electric stoker to ease his job of furnace-tending. modern range. mixer, refrigerator, exhaust fan, etc. 
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The FARMER NEEDS ELECTRICAL EQUIPMENT . . . (Cont.) 


The market acceptability of milk depends considerably on its Until electric pig-brooders were devised a high percentage 
bacteria count. The latter is kept low through immediate of suckling pigs were always lost in spite of many old style 
cooling of the milk in a special refrigerator. methods of supplying extra heat. 


Loss of valuable butter fat every year, Sanitary conditions in the dairy are sub- Many farmers can obtain a better price 
which comes right out of the pockets of — stantially improved by the use of bacteri- for their products by doing some proces- 
the farmer, can be prevented through sale _cidal lamps. This equipment is for steri- sing. This farmer is separating chaff 
of more electric separators. lizing the inside of milk cans. from grain, using electric “fanning” mill. 


Maintaining the health of farm animals is necessary work for Mass production of eggs is a science that can make much 
farmers who want to produce a quality product at a com- use of electrical equipment. This poultry raiser is providing 
petitive price. This infrared lamp is treating a sick calf. his hens with a sunlamp, infrared heat, and night lighting. 
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Proper maintenance and repair is vital to productive activities. Electricity now 
profitable farming, yet time spent on it provides that time and labor saving tool, 
is bemoaned because it could be spent on the electric motor. 


Electric power on a farm grinding machine helps keep cutting The wholesaler will find the rural home and farm a good 
tools at peak efficiency. This cutting bar from a mowing market for small and medium sized shop equipment such as 
machine will cut more hay, cleanly, in less time, at smallest drills, saws, lathes, etc., all of which will also create more 
use of manpower, because of this powered tool. demand for wiring materials, small motors and switches. 


The traditional long working day for the farmer is longer now, but more 
pleasantly and more profitably so, since yard and barn lighting with elec- 
tricity is available. Late chores are done easier and more safely. 
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For Maximum Sales to the 
tudy its Needs, Plan 


Large post-war rural market for electrical equipment and appliances open to wholesal- 


ers and salesmen who make thorough study of changing agricultural market and plan 


a new and intensive selling campaign 











WHERE THE RURAL DWELLER DOES HIS BUYING 


Type of Town Economic Status of Families 


a B Cc D 
Small town in county . 166% 13.9% 165% 182% 15.8% 
County shopping center 71.7 73.4 72.5 68.7 75.1 
Shopping center outside county 10.1 11.5 9.2 11.4 7.9 
Miscellaneous . a 1.2 1.8 1.7 1.2 





100.0% 100.0% 100.0% 100.0% 100.0% 
Distance Traveled 
Average Miles ......... 9.6 J 3 10.2 9.6 
Average Miles to Nearest Town.. 4.3 : : 44 5.0 
Type of Store 


No type of store <2 te MH BAZ 83.3% 

Mail Order . 11.2 6.2 14.2 

Mail Order Store 1.3 baie 1.4 1.5 2.0 
Miscellaneous . ry 19 1.2 2.3 1.0 2.5 





100.0% 100.0% 100.0% 100.0% 100.0% 


Size of Town 


Under— 1,000. . teeesee. 132% SS% 109% 172% 169% 
1,000— 2,499. a 79 9.9 10.2 175 
2,500— 4,999. pee ee 6.1 4.7 45 4.5 
5,000-— 9,999... ............ 19.7 19.4 14.7 22.6 26.0 
10,000— 19,999............... 177 21.2 18.5 16.9 14.1 
20,000-— 49,999................ 187 18.7 21.9 16.7 14.7 
50,000— 99,999. . esas: Se 12.7 13.2 6.7 5.I 
100,000—499,999. eS 7.3 5.3 5.0 1.2 
500,000—over... r 1.2 9 2 





100.0% 100.0% 100.0% 100.0% 100.0% 


In making plans to distribute electrical goods to the farm market, whole- 
salers can profit much by utilizing such surveys as this one (from Farm 
Journal) in selecting the location of retail outlets and in deciding where 
salesmen should make their most intensive coverage. For example, it is 
noticeable above that 71.7 percent of the farm families patronize 
“county shopping centers." It is obvious, then, that these centers are 
the first places where retail distribution should be developed. While 
planning his sales staff, the wholesaler will note that 48.4 percent of 
all retail business is handled in towns of less than 10,000 population, thus 
indicating that much traveling will be necessary for each territory. 


Note: ‘Econon Status of Families" is a copyrighted method developed by ‘Farm 


Journal’’ to classify the economic level of farm families. Roughly speaking, ‘A’ represents 
the most prosperous farm families. '"D'' the poorest families 








HOLESALERS and sales- 
W men, in planning their sales 

approach for the rural market, 
should realize that a study of the 
rural sales of things electrical before 
the war uncovered evidence of a de- 
plorable lack of well-planned, inten- 
sive selling of electricity and of elec- 
tical material and equipment. 

Probably among the basic reasons 
for this insufficient and mostly in- 
effective sales effort in the rural elec- 
tricity market were a lack of famili- 
arity with the requirements of the 
rural farm and home owner and in- 
sufficient publicity and education on 
the advantages electricity can bring 
to the farmer. 

Therefore, if the electrical whole- 
saler is to realize the large sales 
which this market is capable of pro- 
ducing in the postwar period, it is 
necessary that he must have a better 
understanding of the farmer, his buy- 
ing habits, and some of the develop- 
ments in modern and highly mechan- 
ized farming. More must be known 
about agriculture, which after many 
generations is entering rapidly into a 
new era of development. The effects 
of powerful social and economic 
forces which have been at work for 
a number of years are now making 
themselves apparent. If the electrical 
wholesaler, the salesman and the 
rest of the electrical industry are to 
develop this market, they must de- 
velop a method of selling which takes 
into consideration and makes the 
most of these forces. 

The business of farming is now 
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Rural Market 


Intensive Selling 


By Thomas Aherne 


















undergoing some revolutionary 
changes. More and more crops are 
now being grown for industrial pur 
poses. This in itself is putting agri- 
culture on a new plane of production 

-more dollars per acre of soil tilled 
to new crops, and utilization to the 
full of the high as well as the low 
value of all crops. 

The forces which are bringing 
about an evolution almost approach- 
ing proportions of a revolution in 
agriculture, are primarily science 
and power. Recognition of possibili 
ties through the application of these 
forces has been brought about by 
publicity, education and enlighten- 
ment which has brought the farmer 
out of his isolation. 

The farmer himself has become a 
business man; better classes of peo- 
ple are being attracted to farms; as 
a result agriculture is today on the 
highest plane it has ever attained in 
our history. 

In the field of power application 
for productive efficiency, electricity 
is destined to play the leading role. 
The majority of farmers are just 
iwakening to its great possibilities. 
No longer does the well-informed 
armer want electric service pri- 
marily for the comfort and conveni 
‘nce it adds to his living, but he 
wants it for its great adaptability to 
lo jobs that mean saving labor and 
nereasing production. Furthermore 
he future may be expected to bring 
1ew applications, new devices as yet 
indreamed of, that will make elec 
ricity even more useful and profit 
























































The wholesaler’s post-war selling technique must be based 
on the precept that electricity and electric equipment must 
produce, either through labor-saving, more goods per pro- 
duction unit, or by increasing the quality of the product. 
The feed-mill and elevator, above, saves many hours of 
labor, provides the farmers with a superior feed at lower 


cost. 


It is the increased income derived from such machin- 


ery as this that provide the farmer with the income to buy 
luxuries and conveniences for the home. 


able to the business of farming. 

With a clear knowledge of this 
changing agricultural scene, the 
wholesaler should make his plans 
now to do an effective job of selling 
this postwar rural market. 

He should study his particular lo- 
cale to determine, (1) the type and 
scope of the sales organization he 
will need to cover his field, (2) the 
type of farming or other rural busi 
ness predominant in this territory, 
and what will be the various special 
equipments needed to service these 
customers, (3) the buying habits of 
his locality, particularly where the 
majority of rural customers do most 
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of their shopping. In connection 
with the latter study, it is interesting 
to note that 71.7 percent of rural 
families make their purchases in 
county shopping centers. 

Practically every wholesaler will 
meet a different situation. The 
wholesaler in, let us say, Keene, 
N. H., will need to be able to sup- 
ply the special needs of the small 
vegetable and truck farmer, many 
large egg and broiler producers, large 
hatcheries, and some of the dairy 
farms in Vermont. But a wholesaler 
in Ottumwa, Iowa, must be able to 
supply and service farms which are 
factories,” and 


specialized “corn 
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which have much large, powered 
equipment as well as shop equip- 
ment. However, both these widely 
separated wholesalers have custom- 
ers whose needs for wiring material, 
appliances, radios, etc., are about the 
same. 

Once he knows the needs of his 
potential customers, the wholesaler 
should consider the organizational 
setup needed to handle this business. 
If a real effort is to be madesto sell 
the rural market, it would be worth- 
while to set up a farm electrical de- 
partment under the managership of 
a man who really knows the needs 
of the rural customer. It should be 
remembered that farmers are not 
usually consumers, in the strict sense 
—they are producers and most of 
the electrical material and equipment 
they purchase is for production. 

In the past the sales technique 
almost universally employed in sell- 
ing to rural buyers was patterned 
after that of selling urban customers. 
Comfort, convenience, luxury and 
labor saving in the house were made 
the basis for rural as well as urban 
effort. The farm family is 
equally interested in this—perhaps 
to a greater extent than the urban 
family. For generations they have 
been animated by the desire to im- 
prove their standards of living in re- 


sales 





Appliances are in big demand by the 
farm wife, and they make up a large 
proportion of the post-war rural elec- 
trical market. But the wholesaler must 
remember that the money to buy the 
ironer, mixer, lights, range, etc., as in 
the above farm kitchen, must come 
from the profits of farming, and that 
the use of electric equipment will be 
one of the most certain ways to in- 
crease the farm profit. 
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WHO SOLD THE 


the farm families buying habits. 





Elect. Refrig. 


Electric appliance dealer 44.9°/, 55.8%, 29.3%, 
Public Utility . V1.1 21.1 3. 
Hardware Dealer 7.8 5.4 24.5 
Furniture Store 6.3 5.4 4.2 
Farm implement dealer 5.6 2.7 8.5 
Mail order store 5.9 7 8.3 
Mail order mail 4.1 3.6 
Department store 5.4 2.7 5.5 
All others .. 8.9 3.4 13.1 
Farm Bureau 2.8 


From a survey by The Curtis Publishing Co., made in 1938. 


The above survey, made by the publishers of “Country Gentleman 
Magazine" brings out several unusual, but important facts concerning 
Notice that hardware dealers sell 
nearly as many electric washers as do the appliance dealers. Yet the 
same hardware dealers are very minor factors in the sale of two appli- 
ances which require extensive merchandizing, promotion and specialty 
selling—the refrigerator and the range. 
are not active in items, such as the washers, which have long since 
past the market development stage, but are very important when a 
newer, load-building item, such as ranges are being promoted. 


FARM FAMILY? 


Elect. Range Elect. Washers 


Likewise, the public utilities 








lation to those of urbanites, and elec- 
tricity contributes more to this than 
any other single factor. 

However, the most potent argu- 
ment in selling the farmer is to show 
him how, through electric service, he 
can not only cut costs of production 
by labor saving, but also secure in- 
creased production as an additional 
result. It can be easily demonstrated 
that labor savings and increased pro- 
duction by electrical applications to 
a few major farm jobs will bring 
sufficient dollars to fully equip his 
home with electrical appliances, thus 
providing two markets by utilizing 
the proper sales approach. 

[ wholesalers’ 
rural department will have to have 


The manager of a 


this attitude toward his customers. 
\nd he will need to know not only 
the farmer’s needs but also what elec- 
trical equipment is available and how 
it can assist the farmer. It is neces- 
sary that the wholesaler, salesman, 
or department manager—whoever is 
to sell the rural market—make a 
study of farm jobs. 

Among those things which will 
become apparent in any study of how 
to sell the farm market is that the 
fullest use of. electricity is made on 
the farm when prime attention is 
given to the installation of a suitable, 
adequate and safe wiring system. 
Adequate copper both in feeders and 


branch circuits is imperative because 
extension of service for new uses 
will be curtailed unless this is done. 
With fast-freezing, television, arc 
welding, and other applications not 
far away, additional carrying capac- 
ity will be necessary. Instead of 
amounting to about $50, the average 
farm wiring jobs should be nearer 
$500. 

In preparing to serve the rural 
electrical market, the wholesaler will 
have to decide what type of outlet he 
is to select. For example, dealers 
will have to be sought out in each 
rural community which is a farm 
purchasing center. These dealers will 
differ as to type. In one place it 
may be a specialty dealer, in another 
the hardware dealer, 
electrical store. 


furniture or 


Today it looks as if farm imple- 
ment dealers might become an im- 
portant factor in this development. 
They now sell milking machines, 
milk coolers, water systems, water 
heaters and frequently a full line of 
equipment—as well as appliances 
This type of dealer knows the farmer 
very well, knows his business and 
how to sell him. Therefore, the elec- 
trical wholesaler might well make a 
determined effort to service these 
implement dealers, where no purely 
electrical dealer or contractor outlet 


is available. 
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USES FOR ELECTRICITY ON THE FARM 





Tank Heaters 


i ; Vegetable Shredders 
Time Switches 


USES FOR ELECTRICITY ON THE FARM 





Alarms (Burglar & Fire) 
Apple Cold Storage 
Automatic Time Switch 


Barrel Saw 

Battery Charges 

Bells 

Blasting Magneto 
Blowers 

Bone Grinders 

Boring Machines 

Bottle Washer 

Bottle Fillers & Cappers 
Branding Irons 

Brooders 

Butter Cutting Machines 
Butter Printing Machines 
Butter Tampers 

Butter Workers 


Casein Grinders 

Cider Presses 

Clippers 

Clover Cullers 

Clover Hullers 

Coddling Moth Bait 
Traps 

Concentrators for Making 
Oil out of By-Products 

Concrete Mixers 

Condensing Unit 

Conveyors 

Corn Crackers 

Corn Shellers 

Corn Wood Saws 

Cream Ripeners 

Cream Separators 

Curd Grinders 

Currying Machines 


Drop Hammers 


Egg Candling 
Egg Testing 
Electric Tools 
Electrified Fence 
Electro Culture 
Elevators 
Emery Wheels 
Ensilage Cutters 


Fanning Mills 
Fans 

Feed Grinders 
Feed Mixers 
Flood Lighting 
Food Warmers 
Forge Blowers 


Gasoline Pumps 

Glue Pots 

Grain Cleanin 

Grain Drying Machines 
Grain Graders 





Grain Moisture Testers 


Grindstone 


Hack Saws 
Hammermills 
Hay Balers 
Hay Curing 
Hay Cutters 
Hay Hoists 
Horse Clippers 
Horse Groomers 
Hot Plates 
Hovers 


Huskers & Shredders 


Immersion Heaters 
Incubators 

Insect Traps 
Insecticide Sprayers 
Irrigation 

Irrigation Pumps 


Lamb Brooders 
Land Clearing 
Lathes 
Lighting 


Mash Warming 
Milk Clarifiers 
Milk Cooling 
Milk Mixers 

Milk Shakers 
Milking Machines 


Molasses Heater 
Oat Crushers 


Paint Sprayers 
Pasteurizers 

Pea and Bean Hullers 
Pig Brooders 

Planers 

Portable Motors 
Potato Cleaning 
Pumps, All Kinds 


Refrigeration 
Rice Threshers 
Root Cutters 


Saws, Large & Small 
Seed Cleaning 
Seed Dryers 
Sheep Shearing 
Shredders 

Signal Systems 
Silo Filling 

Soil Heating 
Soil Pasteurizing 
Soil Sterilizing 
Solder Pots 
Soldering Irons 
Sterilizers 

Straw Cutters 


Tool Grinding 
Ultra-Violet Lamps 


Vacuum Cleaners 


Water Heaters 
Water Systems 
Welding Machines 
Wood Splitters 


USES FOR ELECTRICITY IN THE FARM HOME 


Air Conditioning 
Alarms (Burglar & Fire) 


Annunciators 


Bell Ringing Trans- 
formers 

Bells 

Beverage Coolers 

Broilers 

Buffing & Grinding 


Chafing Dishes 
Cigar Lighters 
Cistern Pumps 
Clocks 

Coffee Grinders 
Corn Poppers 
Curling a, 


Dehydrators (Fruit & 
Vegetable) 

Dish Washing Machines 

Door Locks and Openers 

Dumbwaiters 


Egg Boilers 

Egg Coddlers 
Electric Blankets 
Electric Churns 
Electric Dryers 
Electric Roasters 


Fans, Cooling, Exhaust & 
Ventilating 

Feet. Warmers 

Fireless Cookers 

Floor Polishers 

Floor Waxers 

Fly Catchers 

Food and Meat Freezing 

Frozen Food Storage 

Frying Kettles 


Garbage Disposal 
Grills 


Hair Dryers 
Heating Pads 
Hot Plates 
House Numbers 
Humidifyers 


Ice Cream Freezers 
Immersion Heaters 
Infra-Red-Heat Lamps 
Irons 

Ironing Machines 


Kitchen Power Units 
Kitchens, Complete 


Lamps, Incandescent 
Lamps, Portable 
Lighting Fixtures 


Massage Machines 
Meat Grinders 
Milk Warmers 
Mixers 


Oil Burners 
Ovens 


Percolators—Coffee 
Makers 

Plate Warmers 

Player Pianos 

Phonographs 

Pumps 


Radiant Heaters 

Radiators, Various Types 
for General House 
Heating 

Radios 

Ranges 

Refrigerators 

Roasters 


Sewing Machines 
Sharp Freezing 
Shavers 

Shaving Mirrors 
Signal Systems 
Space Heaters 
Sterilizers 
Stokers 

Sun Lamps 


Table Stoves 

Tea Samovars 
Thermostats 
Toasters 

Toys, Various Kinds 


Vacuum Cleaners 
Vibrators 


Waffle Irons 

Warming Ovens 
Warming Pads 

Washing Machines 

Water Coolers 

Water Heaters 

Water Purification Filters 
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The Wholesaler's 
Rural Market 


POTENTIAL FARM LIGHTING MARKET 






















HOW BIG IS THE FARM LIGHTING MARKET? 


A survey of 142 farms in the middle west of 1940 showed an average of 29.5 lamp bulbs per farm, divided as follows: 


Per Cent 

Wattage of Total 
10-15...... ; 4.1 
25 — 44.8 
10 a 23.6 
50... 9.9 
- 9.2 
I Sas Sata ah sip. sav ete il ie tds Dinan 6.3 
+ 


150 and larger... . 


Average kilowatt hours per home, per year....... 


345 kwh 


Average lighting load, 30% of total, or........... 


Of the lighting load, 55% was used in the home, 30% in the barn, 
and 15% for yard, poultry, etc. 


Assuming an average farm of a 7-room home; a barn for 10 cows, 3 horses; a 100-hen poultry house; a couple of 
hogs; a small workshop and a garage—all lighted in accordance with present standards and recommended practice— 
the lighting load would be as follows: 


Average Hours 














Total kilowatt hour lighting load for 1 year 


Lamp Per Week Total kwh 
Location Wattage Over 1-year Period Per Year 
se Oa ge ccs PRESS SE oe bade 40 1 2.1 
I sn iliac wis odabins oes x $m oe 60 7 21.8 
Entrance hall Seaes ened 100 3 15.6 
Upper hall... .. = 60 3 9.4 
Living room. . 1000 2 104.0 
Dining room. ... : 200 12 124.8 
Kitchen. 280 28 407 .7 
Laundry. .... 150 3 23.4 
Bathroom. . 120 2 33.5 
Bedrooms (3) 150 each 3 70.2 
Night lights (2). 7 each 56 30.8 
Closets (6)..... 60 } 9.4 
Cellar... Oe ee = 140 2 14.6 
1 Sunlamp or infra-red lamp. . 500 4 13.0 
; | _ i ea eeae 100 7 36.4 
AEE ee ae 400 7 145.6 
Dairy barn (Ultraviolet lamp S-1) 500 7 (for 6 mo.) 91.0 
Milk house........... 75 4 15.6 
Bottling room. 100 4 20.8 
Hay loft... 200 3.2 
Granary..... 25 : .6 
Horse barn. 180 1 9.4 
ea 100 i 2.6 
Hog house. . 60 4 1.6 
Work shop. 200 1 10.4 
Garage...... 120 1 6.3 
a Le 120 1 6.3 
Poultry house (Ultraviolet lamp CX) 500 35 (for 6 mo.) 455.0 





1666.1 











In addition, there is the possible use of sunlamps; infra-red lamps; bactericidal lamps in the home, the dairy, and 
the poultry house; lamps for use in hot-beds and greenhouses; lamps for insect traps, for floodlighting and advertising 
on roadside stands. 


Data from a Survey by “Country Gentleman” Magazine. 
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MAJOR FARM EQUIPMENT SALES DATA 





































1940. 











































Data 





trom 


“Farm Journal” 


Wet type (immersion) 


eer ere ee eee 


Those of over 1,000 eggs had a ye ny of 28,944,007. 
were 119,747. Poultry waterers o 


SE. nee 


ELECTRIC WATER SYSTEMS 


Number Manufactured Per Year 


In normal times at least 65 percent of these systems are sold to farms. 
and in rural homes. 
sold to farms. 


MILKING MACHINES 


The purchase of a milking machine is justified by a herd of 8 to 10 cows. 
than two years. 


174,000 
211,000 
280 ,000 
347 ,000 
239 000 





There are 587,500 herds of 10 cows or over in the United States. 
of all dairy cows and 53.1 percent of milk produced. Milking machines were not sold in any great quantity until 
In 1941 sales increased 200 to 300 percent over 1940. 


In 1942, 83,605 single milker units were sold; 15,871 
double milker units; vacuum pump units, 30,839. 





The remainder to camps, summer places 
Today sales of such systems are controlled by priorities and practically all manufactured are 


It pays for itself in labor saving in less 
This represents 45.2 percent 


MILK COOLERS 
Sales 1942 


CREAM SEPARATOR SALES 


Practically no centrifugal cream separators have been available since 1942. 
10 to 25 percent by a centrifugal separator. 
in 1943 by a curtailed production of separators. 


POULTRY HOUSE EQUIPMENT 
Sales 1942 


ELECTRIC FENCE CONTROLLERS 


113,754 
105, 293 

7,559 
83,134 
121 , 202 
111,068 
105,339 





In addition to the above equipment every electrified dairy is a market for an electric water heater, milk cooler, venti- 
lating fans, ultra-violet lamps, lighting and miscellaneous equipment. 


The following data shows incubators by capacity. Those of 1,000 eggs and smaller had a capacity of 860,171 eggs. 
The total value was $266,000.00. The sales of brooders 
less than 1 gallon capacity were 8,285,406. Those of over 1 gallon capacity 
were 925,219. Every poultry house is a prospect for lighting, general as well as fluorescent and ultra-violet, and 
also egg testers, cleaners and candlers. 


386, 141 
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Butter fat production is increased 
It is estimated that 100,000,000 pounds of butter fat are being lost 





The Wholesaler’s 
Rural Market 


ELECTRIC REFRIGERATORS (icn.1, 


1944) 








STATE 


Number of 
Wired Rural 
Non-Farm 
Homes 


Number of 
Wired 
Rural Farm 
Homes 


Rural Non- 


| 


| Farm Wired 
Homes with 
Elec. Refrig. 





Region | — New —- 
Maine. ais ma 
New Hampshire a 
Vermont 
Massachusetts 
Rhode Island 
Connecticut 

Region II Middle Atlantic 
New York..... 

New Jersey 
Pennsylvania 

Region III E. North Central. . 

Ohio 

Indiana 

Illinois 

Michigan 

Wisconsin. 


Region IV — W. North Central 
Minnesota 
lowa. 
Missouri 
North Dakota 
South Dakota 
Nebraska 


Kansas 


Region V — South Atlantic 
Delaware 
Maryland 
District of C ‘olumbia. 
Virginia 
West Virginia. . 

North Carolina 
South Carolina. 
Georgia. .. 
Florida 


Region VI — E. South Central 
Kentucky ; 
Tennessee 
Alabama 
Mississippi . 

Region VII — W. South Central 

Arkansas 

Louisiana 

Oklahoma 

Temes... «. 


Region VIII — Mountain 
Montana 
Idaho 
W yoming 
Colorado 
New Mexico 
Arizona 
Utah 
Nevada 


Region IX Pacific 
Washington 
Oregon 
California 


Total — 


Copyrighted by 


United States. . 


“Electrical Merchandising.” 


442 , 586 
86 ,599 
45 ,497 
32,519 

120 ,428 
17 ,003 

140 ,540 


1,148,700 
437 , 987 
202 , 180 
508 ,533 


1,216,052 
312,391 
190 ,362 
270 ,423 
278,143 
164,733 


654,246 
125 ,973 
135 , 706 
151,163 
33 , 007 
30,715 
70,555 


107,127 


821,140 
20 , 884 
109 ,619 


128,098 
138 ,972 
152,709 
78,561 
105 ,329 
86 ,968 


344,355 
107 ,364 
96 , 847 
93 , 228 
46 ,916 


423 ,943 
52,586 
68 ,469 
75,208 

227 , 680 


250,105 
32,141 
32 , 862 
14,577 
59 , 204 
19,106 
41,832 
38 ,270 
12,113 


621 , 885 
7 086 





| 106 : 


| 5,923,012 


Data from Edison Electric 





»239 | 
560 | 


102 ,649 
24,892 
13 ,088 
16,424 
22 , 839 

2,310 
23 ,096 


317 ,956 
150,125 
31,051 
136,780 


694,678 
179 636 
117,790 
107 ,525 
175,27: 


114, 


346, 
70, 
100 ,596 
53,377 
13 ,088 
15 ,397 
42 ,856 
50,812 


316,930 
5,389 
26 ,945 


714 


2 566,230 | 


Institr 





Ie. | 
454 | 


141 | 
315 | 





3 


e, 


> 2 | 
34,191 
18,800 | 
15,942 
61,750 
9,194 
98 ,955 


742 ,627 
263 , 082 
125 ,323 
354 , 222 
652 ,435 
187,188 
101,: 
147, 
143 5 





, 984 | 
416 | 
26,162 
, 404 
,049 | 
» 34 
,459 | 


“19 
8 320 
341 
358 


619,379 | 


5. Bureau of Census, 


% of State 
Rural Non- 
Farm W ired 
Homes with 


Elec. 


Rural Farm 
Wired Homes 





16,037 


150 ,696 | 
62,023 | 
19,717 | 
68,956 | 


312,935 
87 ,892 
56,694 | 
63,322 
68,973 
36,054 | 


167 ,863 
32,477 
49 885 
32,534 

1,962 
4,076 
18,310 
28,619 | 


212,362 
3,002 
15,731 


39,577 
16,001 
60, 167 
27,055 
34,977 
15,852 


121,164 
32,189 | 
41,848 
26 ,040 
21,087 


149,061 | 
17,513 
20 ,447 
22,731 | 
88 ,370 





63 ,383 | 
6,424 | 
19,301 | 
2,409 | 
11,791 
4,466 
7,424 | 
9,962 
1,606 


o| 1,384,497 


and Nat'l Assn. of Mfgrs 
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The Wholesaler’s 
Rural Market 


RADIO RECEIVERS (Jon. 1, 1944) 





Number of Number of Rural % of State Rural % of State 
STATE Wired Rural Wired Non-Farm Rural Non- Farm Homes Rural 
Non-Farm Rural Farm | Homes Farm Homes with Farm Hames 


Homes Homes | with Radio* | with Radio Radio* with Radio 
Region I — New —: tb 442 ,586 102 ,649 | 380,119 | 91.72 | 115,797 84.09 
Maine. ep EF 86 ,599 24,892 | 80,641 | 85 .04 | 33,033 | 77.81 








New Hampshire. . Lid Sede: 45 ,497 13,088 | 37,715 86 . 88 13,856 | $2.74 
Vermont ‘hankgies 32,519 | 16,424 | 33,301 | 93.43 | 21,644 | 86.57 
Massachusetts. . . 120,428 | 22,839 | 93 378 | 94.13 | 22 ,238 89.14 
Rhode Island. . vas 17,003 | - 2,310 | 13,700 | 94.07 2,440 | 88.95 
Connecticut........ 140,540 | 23 ,096 121 384 96.11 22 586 89.22 


Region II — Middle Atlantic........| 1,148,700 | 317 ,956 1,143,278 | 91.91 365 , 493 82.00 
New York 437 ,987 | 150,125 414,520 | 93 .36 163 ,084 | 84.92 
eee 202 ,180 31,051 165 ,642 94.42 30,641 | 89.02 
Pennsylvania.... . 508 ,533 136,780 563,116 | 90.17 171,768 78.34 


Region III — E. North Central. | 1,216,052 694,678 1,186,194 | 89 989 , 665 81.96 
ae 312,391 179 ,636 | 316,276 89. : 228 , 257 | 81.20 
Indiana. . 190 ,362 | 117,790 189 ,308 | 86. 175,18] 78.63 
Illinois. . . ; 270 ,423 107 ,525 284 , 289 87 . 3 212,788 | 81.42 
Michigan........ 278,143 175 ,273 243 , 723 92 193 , 846 84.36 
WII os. 6 pe ous sys 164,733 114,454 152,598 90. 179 ,593 84.53 


Region IV — W. North Central. . 654,246 346,441 719,178 84.1: 939 , 454 53 
Minnesota. . ene 125 ,973 70,315 126 , 044 88.5 189 , 242 | 21 
aia Ty 135,706 100,596 150,103 | 89 . 0: 211,633 | 54 
_ nif: sched 151,163 53,377 167 , 220 77 186,605 | 13 
North Dakota....... = 33,007 | 13 ,088 43,106 86.67 65,912 85 
South Dakota...... tia 30,715 15 ,397 42 ,397 80. 61,825 62 
Nebraska 70,555 42 ,856 78,400 84.05 101,613 | 84 
pe SPP CTT ree fie 107 ,127 50,812 111,908 | 83.73 122 ,624 | 


Region V — South Atlantic......... 821,140 | 316,930 836 , 120 v4 576,251 | 43 .25 
Delaware. . ae eee bs 20 , 884 | 5,389 19,791 | . 8,634 
Maryland. 109 ,619 26 ,945 110,179 | 4.4: 39 , 737 e 
District of Columbia. q | | = ot eee - stent oe, Aneel a 
Vi irginia . ere 128 ,098 56,714 “124, 640 2 103 ,799 47.33 
West Vi irginia. 138 ,972 30,795 154,150 7 66 ,621 56.83 
North Carolina. . . . ' 152,709 | 87 , 252 154,693 T . 9 161,765 | 46 .58 
South Carolina... . . ; 78,561 35,671 80 , 223 ia 60,619 31.14 
Georgia....... . 105 ,329 95,174 103 ,410 22. 104,530 .02 
Florida satin sca 86 ,968 18,990 89 ,034 55. 30 ,546 39.90 


Region VI — E. South Central. 344,355 169 ,628 372,085 476 ,692 38.7 
a ae ere ; 107 ,364 47 219 125 ,554 147 ,085 5 14 
Tennessee. . . 96 , 847 49 ,528 | 105 ,045 5. 141 ,352 
Alabama.... ), 93 , 228 42 ,343 90 ,388 54.9: 93 , 896 
Mississippi. . . . 46,916 30,538 | 51,098 50. 6 94,359 | 15 


Region VII — W. South Central...-. 423 ,943 | 194,777 482 , 887 6l. 558 ,094 .89 
Arkansas...... Hiking ee 52 ,586 23,609 | 62,915 53. 108 ,475 
Louisiana. . . 68,469 | 21,556 75,857 52.95 55,961 
Oklahoma. 75,208 35,671 95 ,128 5. 0: 124,316 
es 227 ,680 | 113,941 248 ,987 i 269 ,342 


Region VIII — Mountain.... oo 250,105 | 125 ,232 277,101 | 85 198 , 300 
Deomteme@........... eas a ee = 1 41 16,167 44,550 5.24 39,689 
Idaho = — 2 | 34,387 | 37 , 194 5.33 44,512 
Wyoming..... ; 4,! 7,442 | 20 ,855 68 15, 737 
Colorado. . Sa eer 59 , 20: 27,972 | 64,285 36 49 ,021 
New Mexico... .. Seueit, 5 <f 8,469 21,784 48 .40 15 ,504 
Arizona aged eee é 32 | 10,265 | 40,401 36 11,894 
| Ae ae mar _ 38,270 | 17 ,964 $5,575 46 18,899 
Nevada oh «Viale sweated es 12,113 2,566 | 12,457 .82 3,044 | 


Region IX — Pacific... . 621 ,885 | 297 ,939 | 586 , 434 07 303 ,678 
Washington....... Se rea 140 ,086 | 78,270 | 133 ,275 89.81 84 ,956 ; 
Oregon Seah ee 75,239 | 51,838 | 84,565 86 . 88 62 ,584 2.46 
ei ee a 406 ,560 167 ,831 | 368,594 89.33 | 156,138 .79 














ATES i 
Total — United States..............| 5,923,012 | 2,566,230 | 5,983,396 79.80%) 4,523,424 60.71% 


* Includes homes with battery-operated radios. Copyrighted by ‘“‘Electrical Merchandising.”” Data from Edison Elec. Inst. and Bureau of Census. 
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A LEADING COSMETICS MANUFACTURER REPORTS: 


“We cut down the size of our all die-cuts, as well as steps, 
gift boxes and standard packages = shelves and secondary planes. 
to effect an over-all saving of | We also folded all displays in 
approximately 25% of the paper _ half to save more than 50% of 
and cardboard; standardized our the paper and paperboard nor- 
window displays and eliminated _— mally used.” 


























Sncunael 












A BIG PLATE GLASS COMPANY REPORTS: 


“Our 1944 Color Book was reduced in size and quantity, resulting in 
a paper saving of 136,000 pounds. Our Color Cards, of which four or 
five million are used annually, were reduced in size at an 
approximate reduction of 50% in paper tonnage. We have 
eliminated our Dealer Sales Portfolio. Our Color 

Book has become a ‘self mailer,’ eliminating 

need for envelopes.” 






























ONE OF THE TOP LIFE INSURANCE 
COMPANIES REPORTS: 


“In 1944 we will continue to specify lighrer 
weights of paper wherever possible and take 
all possible steps further to reduce paper 
tonnage. We are instructing our field offices 
to scrutinize carefully all requests for printed 
material and to disapprove all requests for quan- 
tities that appear excessive.” 

















The quotations used in this advertisement are from 
responses to the A. N. A. Committee of Paper Saving. 























A FAMOUS ADDING MACHINE COMPANY REPORTS: 


“In advertising and promotion about 2/3 saving. However, 
we are using about 30% of the further savings will be effected 
amount of printing and paper § whenever possible this year as 
used in 1941 —that represents last.” 









































USE LESS—SAVE ALL WASTE PAPER! 


This advertisement contributed by this publication and prepared by the War Advertising 
Council in cooperation with the War Production Board and the Office of War Information. 
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ELECTRIC RANGES Jon. 1, 1944) 





' . ; : ' . ‘ 
Number of Number of Rural Non- Ze of State 
ir ural Non- 


res Wired Rural | W , : i 
STATE _— —s — & —ae Farm Wired Wited Homes 
| Homes with with 


s ‘lec as ith 
ee — aie. Senge Elec. Ranges Elec. Ranges | a 


Region I — New Deranuminy ae: 142 , 586 102,649 82,003 18.53 11 ,668 11.37 
Maine...... € : 86 ,599 24 ,892 13,195 24 1,134 56 
New Hampshire. . ade es Spee A5 ,497 13 ,088 8,072 74 1,003 | 66 
Vermont. FERRE kp he ire 32,519 16,424 5,158 86 720 38 
Massachusetts. ...... ...ee..{ 120,428 22,839 17,619 64 3,129 3.70 
Rhode Island........... it 17,003 2,310 3,844 61 500 , 65 
Connecticut... en 23,096 34,115 27 5,182 2244 


% of State 
Rural Farm 
Wired Homes 


Rural Farm 








ee ee ed 


eee 
t 


to 
_ 


Re gion Il — Middle Atlantic.... .| 1,148,700 317 ,956 180 ,012 5.67 42,511 3.37 
New York. 437 ,987 150,125 53 ,922 2.31 12,197 2 

New Jersey........ ...| 202,180 31,051 26,370 3.04 6,518 20.99 
Pennsylvania. . be 508 ,533 136 , 780 99 ,720 .61 23 , 796 10 


Re ‘gion Ill — E. North Central. . 1,216,052 694 ,678 392 , 906 33.3 147 , 294 20 
oes ; 312,391 179 ,636 109 ,791 35. ii 50 , 237 : 

Indiana 190 ,362 117,790 47,215 2. 21,355 
Illinois...... 270 ,423 107 ,525 76,315 28 . 22 20,801 
Michigan 278,143 i7as2ee 111,241 39. 44,246 
Wisconsin... .. 164,733 114,454 48 ,344 29 . 3! 10,655 


Region IV W. North Central... ._ || 654,246 346 , 441 136 ,746 20. 25,184 
Minnesota. . . 125 ,973 70,315 ot ,aee 29. 5,085 
Iowa..... 135 , 706 100 ,596 22,266 d 4,857 
Missouri. . = 151,163 53,377 33 ,350 
North Dakota. . . 33,007 13 ,088 10,731 
South Dakota... .| 30,715 15,397 10,204 
Nebraska : 70,555 42,856 9,679 
Kansas....... ; 107 , 127 50,812 13,143 


— 


Region V — South Atlantic... Aa 821,140 316,930 196 ,475 
NS EE Ie OD 20 , 884 5,389 
Maryland. ne ...1f 109,619 26,945 31,404 
District of Columbia. . We | | 
Virginia... . Res ee 128 ,098 56,714 33 ,443 
West Virginia.... een ae 138 ,972 30,795 11,607 
ge eae ree 152,709 87 , 252 36,293 
ee ee, ee 78,561 35,671 18,762 
NS ice ox 525. 3)Kok's! ond ‘ 105 ,329 55, 174 37 ,970 
Florida oid a | 86 , 968 18,990 26 ,996 


aAnwunuw 
ovwwvew 
NfeNaAore 


Region VI — E. South Central...... 344,355 169 ,628 79,274 23 . 02 18 ,885 
Kentucky........ ey Sik aas 107 ,364 47,219 10,252 .55 3,221 
Tennessee.......... oe e 96 , 847 49 ,528 38,916 18 9,784 
NE A Es eres or eee 93 , 228 42,343 23 ,017 24.69 4,249 
SS EE ROR ee a ee eee 46 ,916 30,538 7,089 5.11 1,631 


Region VII — W. South Central..:. || 423 ,943 194,777 34,958 .25 13 ,598 
Se PS ae 52,586 23 ,609 2,961 5.63 920 
Louisiana 68 ,469 21,556 3,995 5.83 1,323 
Oklahoma | 75 , 208 35,671 2,761 3.67 1,032 
Es oe sian oes. . 227 ,680 113,941 25,241 09 10,323 





Region VIII — Mountain........... 250,105 125 ,232 36,617 64 12,906 
Montana ; ep Aa 32,141 16,167 6,903 21.48 697 
idaho. ....'. Re ec 32,862 34,387 8,116 .70 5,985 
Wyoming... .. oe be ee 14,577 7,442 1,724 83 324 
Colorado. . . 59 ,204 27,972 6,222 51 1,345 
New Mexico... <n Peo 19,106 8,469 T77 4.07 640 | 
Arizona : si CM ginla ate ob 41,832 10,265 4,069 .73 1,872 | 
oes ol mee ts aa ee a ol 38,270 17 ,964 5,912 5.45 ,781 | 
Nevada nate hein 12,113 2,566 2,894 23.89 262 | 











Region IX — Pacific................ .| 621 , 885 297 ,939 87 ,082 .00 16 632 
) 


SSE COTE TO Pe 140 , 086 78,270 31,626 22 .58 5,862 
Oregon 5 take nigtackae Wea Saag eae 73,239 | 51,838 20,111 26.73 6,280 
cE Es BO ae Oe eee 406 ,560 167 ,831 | 35 ,345 8.69 34,490 








Total — United States. . .| 5,923,012 2,566,230 | 1,226,073 20.70% 352,051 


Copyrighted by “Electrical Merchandising.”” Data from Edison Electric Institute, U. S. Bureau of Census, and Nat'l Assn. of Mfgrs. 
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pecialty Farm Markets Offer 


portunities to All Wholesalers 


Small and big-city wholesalers have the opportunity to sell 


electrical equipment to dairy, poultry, truck farm or sub- 


urban farm markets. 





Post-war prospects are excellent 





HE opportunity to sell electrical 
equipment to the farm market is 
by no means confined to those 

wholesalers and salesmen who are 

located in the “corn belt’’, the “wheat 
belt”, and similar areas of large scale 
agriculture. There is a “farm” 
market for almost every wholesaler 
in the country, regardless of his loca- 
tion, if he makes the necessary effort 


“ce 


to locate this source of present and 
post-war business 

These available markets are the 
specialty farming fields of poultry, 
dairy, greenhouse fruit, truck and 
supplemental farming. These pro- 
ducers of foodstuffs are influenced 
by the general agricultural scene, so 
that all statistics relative to farm 
purchasing power, post-war backlog 
of buying power, etc., are almost 
equally applicable to them as well as 
to the general farmers. They con- 
stitute a large market for electrical 
materials and supplies that should be 
considered and sought by 
wholesaler and salesman. _ 


every 


Locating the Market 

Finding the prospects is not a 
difficult job. Most wholesalers are 
already serving these specialty farm 
markets through their regular trade 
channels. What is being emphasized 
here is the advisability of giving 
these markets the special attention 
that is warranted by their potential 
purchasing power and the favorable 


outlook they have for several post- 
Wholesalers who want 
to profit most from these markets 
will make an effort to find out how 


war years. 


64 











many of each type are in his terri- 
tory, analyze their needs, and then 
see that an aggressive selling cam- 
paign is instituted through the 
wholesaler’s salesmen, through the 
retailers and farm specialty dealers, 
through contractors, etc. 


The Poultry Market 


One of the most wide spread farm 


markets for special electrical equip- 
ment is the poultry industry. Unless 
the wholesaler has seen a modern 
chick hatchery or “egg farm’, or has 


seen statistics on 


this industry, he 


Dairying is big business. Many of the 
milk producers can be sold such spe- 
cialized equipment as this milk aerea- 
tor when they are shown by well- 
informed salesmen that the cost and 
operating expense will be more than 
repaid by larger profits. 
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may not realize the many millions 
of dollars involved in this business, 
the very intense competition, and the 
extensive opportunities for the use 
of modern electrical equipment. 

The wholesaler’s market for elec- 
trical equipment in the poultry in- 
dustry is mostly among two branches 
of the business. One is the chick 
hatching industry. These hatcheries 
are often large, several stories high 
buildings, completely air-conditioned. 
The most efficient are lighted as ade- 
quately as any modern factory. Many 
are equipped with electric incubators 
as well as electrically heated brood- 
ers. The wholesaler who would con- 
sider servicing this market must 
know the requirements of the indus- 
try, particularly the need for fast, 
efficient service during the late 
Winter and early Spring rush 
season. And he must realize that 
electrical failure for more than a very 
short time can mean many thousands 
of dollars damage to the hatchery 
owner. 

The other large market for electri- 
cal equipment is among the com- 
mercial producers of eggs and poul- 
try meat. The peacetime competi- 
tion and low-profit margin of this 
business demands that every possible 
means be taken-to cut the production 
cost per dozen of eggs and the cost 
per pound of meat. Wholesalers 
will find many electrical items which 
can be sold to aid the poultry raiser. 
Night lighting of hen houses, with 
timeswitch controls, is a fundamental 
method today to increase winter egg 
production. Other aids are electric 









ite 


at 


Ty 


By Howard J. Emerson 








water heaters (which will raise egg 
production per bird, considerably 
during the year) ; germ killing bac- 
tericidal lamps to cut down hen and 
chick losses from disease; CX and 
sun lamps to build-up the birds’ 
vitality; electric egg coolers; egg 
sorters ; egg candlers, etc. 

The wholesaler’s salesman who 
understands what these electrical de- 
vices mean to the poultryman, how 
they increase his profits through sav- 
ing labor, increasing production per 
hen, cut down on losses, etc., can do 
an effective job of selling electrical 
equipment to this market. 


The Dairy Market 


Milk producing farms are to be 
found in every section of the coun- 
try. Particularly in the areas that 
supply the larger cities, dairy farm- 
ing is handled as a large business by 
farms that specialize in milk cows 
only. The proximity of these farms 
to the city wholesalers opens up the 
market for electrical dairy equip- 
ment to almost every wholesaler. The 
requirements of competition, plus 
the health laws, make the dairy farm- 
ers a good market for 
equipment. 


electrical 


As a rule, wholesalers and sales 
men will have three types of dairy 
markets to serve. One is the large 
milk producing farm which ships 
milk to the creamery. The other is 
the same type of farm which also 
bottles its milk. The third is the 
creamery where milk received from 
producers is graded, separated and 
bottled, processed or shipped to dis- 





There is a large greenhouse market for special plant growing installations, 
such as this bank of 300-watt reflector R-40 lamps on I-foot centers used to 
aid in growing tomato plants in an Indianapolis greenhouse. This market uses 
electrical soil-heating equipment, soil sterilizers and other electrical equipment. 
Practically every wholesaler can reach this market. 


tant bottling plants. 
All these 


factors in 


have 
which 


markets several 
makes 
them good prospects for electrical 
equipment. In peace time they are 
all operating in a highly competitive 
business which makes them open to 
the sales of products which will cut 
their operational costs. To meet this 
demand there are the electric milking 
machines for the producers, electric 
bottling machines for the dairy and 
creamery, electric separators for all. 
As a big factor in the milk busi- 
ness is the freedom from germs, 
methods which achieve a low bacteria 
count are profit makers to milk pro- 
ducers. Electric milk coolers, a 
special style of refrigerator is becom- 


common 
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ing one of the most important pieces 
of equipment for these milk farms 
because it is the cheapest and most 
effective method of maintaining a 
low bacteria count in milk. 
Sanitary handling of milk is im- 
portant to producer, dairy and 
creamery, and thus provides one of 
markets for electrical 
Adequate lighting is the 
first essential for a clean barn and 
milk room. The use of bactericidal 
lamps to obtain germ-free air is still 
in its infancy but has been used to 
maintain sterility in milk bottles on 
the bottling machine. 


the biggest 
SS 
equipment. 


The necessity 
of having an adequate supply of hot 
water for cleaning and _ sterilizing 
milking machines, containers, sepa- 
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rators, etc., has opened the market 
for electric water heaters. 


Selling the Greenhouses 


A comparatively new “farm” 
market for electrical equipment is 
among the owners of greenhouses. 
As these establishments exist for 
either horticultural or agricultural 
purposes in all sections of the coun- 
try, and particularly in urban or sub- 
urban locations, the market is one 
that is open to every wholesaler who 
will study its peculiar needs. 

Not only are greenhouses a market 
for the usual amount of wiring and 
general lighting, particularly day- 
light fluorescent (to show off flowers 
and plants in their natural colors), 
but they are today an increasing 
market for special electrical equip- 
ment as aids to production, for dis- 
ease control, or for labor saving pur- 
poses. 

Electric soil heating equipment is 
increasing in popularity since its in- 
troduction about 15 years ago. This 


special heating wire is a length of 
resistance wire covered with felted 
asbestos insulation, then a layer of 
varnished cambric and finally a lead 


sheath. Usually it is either buried 
in the soil, or layed on the top of soil 
in plant beds, and is regulated by a 
thermostat. 

Another developing market 
among greenhouse owners is for soil 
sterilizing equipment. This is an 
electric heating unit designed to heat 
soil to a temperature between 160° 
and 180° for 4 hour, thus killing 


plant-disease organisms, insects, 
fungi, and weeds. 

Considerable use is being made of 
both infra-red and ultra-violet lamps 
in greenhouses to aid the growth of 
plants by supplementing the sun’s 
supply of ultra-violet or by providing 
localized applications of heat. 


Irrigation and Drainage 


A large market for electrical 
equipment is open to the wholesalers 
in certain sections of the country 
where agriculture is aided or made 
possible by irrigation. 

In the Southwest, the West Coast, 
and in a-few scattered spots through- 
out the country, most agriculture is 
made commercially practical through 
irrigation. In those locations, the 
wholesalers have markets for heavy 
motors, usually about 100 h.p., plus 
wiring materials, etc. These pump- 
ing units are used to pump water 
from feeder ditches to higher fields, 
to pump from deep wells, and as 
pumps to remove alkaline water 
from below the surface of irrigated 
fields. 

In those sections of the country 
which abound in truck farms serving 
city markets, much irrigating is done 
as an insurance against drought, as 
a supplement to the natural rainfall 
and to provide a scheduled supply of 
water that promotes even growth. 
Such irrigation systems are usually 
of the overhead pipe type that are 
supplied from pressure pumping 
equipment. All sizes of electric mo- 
tors, from 4 h.p. up to 100 h.p. are 


Electric water pumps make small overhead irrigation systems possible where 
there is no public water system. Biggest users are small specialty farmers raising 
vegetable or fruit crops for the city market. 


in use depending on the require- 
ments of the individual farms. The 
possibility of being able to use a 
pressure irrigating system on his 
truck garden as well as berry patches 
is an added incentive to the farmer 
who is considering the purchase of 
an electric water system. 

Throughout many of the rural and 
suburban sections of the country 
there is a need for drainage to re- 
move surplus water from ground 
that is needed for cultivation. Most 
drainage problems can be handled 
through the use of ditches and canals 
or by underground installations of 
special tile. However, there are 
sufficient cases where electric pump- 
ing units are needed to warrant 
wholesaler’s salesmen keeping this 
market in mind as they sell their 
rural customers. 


Suburban Farmer 


A market that should be given 
thought in the wholesaler’s rural sell- 
ing plans is the demand for electrical 
goods by the suburban farmer, or 
“supplemental farmer” as he is some- 
times known. This market is made 
up of the small farms, even as little 
as 3 or 4 acres, which are operated 
by owners who work elsewhere in 
a salaried job to provide the family’s 
main income. Farming is a supple- 
ment. 

These suburban farmers are mar- 
kets for many electrical products, 
particularly for use in poultry 
houses, hot beds, lighting and pump- 
ing. They are interested in labor 
saving, for that is always a problem 
with them and they are always pros- 
pects for electrical products which 
will enable them to produce a su- 
perior product—hot-bed wiring, 
ultra-violet lamps and water heaters 
for poultry are typical examples. 

Of importance here is the fact that 
most of the suburban farmers spend 
money out of proportion to the value 
of their farm production. Although 
that situation may be poor econ- 
omics, it does provide a large market 
for electrical equipment. 

To reach this suburban market, 
the wholesaler must consider the 
buying habits. He does not usually 
trade from the regular farm outlets. 
His trading spot is the local hard- 
ware and electrical store near his 
home, and also the department and 
specialty stores in the large cities 
where he works. 
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WPB Limits “V-3” Copper 


GA-1858 
6/5/ lade WAR PRODUCTION BOARD 
R WASHINGTON 25, D. C. 
June 26, 1944 





REPLY REFER TO: 


Copper Division 
Room 1752, Tempo R 
CU-57 


CMPL-603 
Gentlemen: 
Subject: Delivery of Copper Wyre Mil) Products 
on CAP Allotment Symbol "V-3" by Copper 
Wire Mill - Company No. 
Pursuant to paragraph (t) of CMP Regulation No. 1, 
you are hereby directed that: Commencing July 1, 1944 your 


total deliveries of all copper wire mill products on orders 





bearing CMP Allotment Symbol "V-3" must not exceed 
pounds (copper content) in any calendar quarter. 

Enclosed, for your information, is a copy of the 
form of Directive Letter (No. CMPL-602), dated June 26, 1%4 
which has been forwarded to each copper wire mill warehouse 


that has been assigned a company number. 
Very truly yours, 
(Signed) J. Jq 


WAR 








July 1944 — WHOLESALER’S SALESMAN 











OCR Reports Large 
Appliance Potential 


Retail demand for 22,619,692 domes- 

D e e rr fo. Po) b i e tic electric appliances ranging from 

washing machines to toasters was found 

by U. S. Census investigators who re- 

cently completed a third nationwide 

w survey of consumer requirements for 

oe r ote re Tt ion WPB’s Office of Civilian Require- 
’ | ments. 

Washing machines, irons and me- 
chanical refrigerators in that order 
were found to be most widely desired 
in the survey which Director William 
Y. Elliott of OCR said “indicates that 
when appliances become available 
again, there should be an orderly mar- 
ket rather than the wild buying rush 
which some people have predicted.” 

An estimated 3,684,996 families will 
be in the market for new homes, either 
built or purchased, the survey disclosed, 
with the average price estimated at 
$4,400. The housing demand, the report 
indicated, would remain strong over 
several years and would furnish a con- 
tinuing demand for appliances. 

An estimated 4,261,560 buyers would 
purchase washing machines, according 
to the survey. Other appliances and 
estimated markets therefore include: 
irons, 4,019,236; refrigerators, 3,827,- 
048; electric ranges, 493,004; toasters, 
3,200,348; radios, 2,682,276; vacuum 
cleaners, 2,389,816; fans, 1,487,368, and 


electric water heaters, 259,036. 
ray NA rl Elliott said the report indicated that 
domestic appliances have been con- 
served well and that the indicated de- 
RENEWABLE mand is for legitimate replacement 
needs or from households which did not 
have such appliances before the war 


Fu Sg é S halted their production. 





RRKEH 


KRW 


Proctor to Make 
137,800 Irons 


The War Production Board has ap- 
proved a plan for the Proctor Electric 
Company to manufacture 137,800 elec- 
tric irons this year, according to a 
statement from R. E. Imhoff, vice- 

president of Proctor. He announced 
MONARCH that distribution of these irons would 
be through established wholesale dis- 
tributors, with each distributor entitled 


4 L s Proctor’s production. 


The model to be made is the standard 
Proctor 970, which carried a suggested 
retail price of $9.75. In line with the 
116 E. FIRST STREET JAMESTOWN, N.-Y. | OPA pricing policy, the iron will again 
be listed at this price, the company an- 
nounced. 

Manufacturing and shipments are 
| expected to start about October Ist. 
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Pacific Wholesalers Study 
Regional Post-War Problems 


Three-day conference at Santa Barbara brings record attendance 


of West Coast NEWA members. 


Re-employment of servicemen, 


new electrical markets, surpluses and renegotiation are studied 


RECORD attendance of nearly 

seventy wholesalers from the West 
Coast states, plus many representatives 
of the electrical manufacturing indus- 
try, met for the annual convention of 
the Pacific Division of the -National 
Electrical Wholesalers Association at 
Santa Barbara, Calif., May 22 to 24. 

Although they convened in the coun- 
try club atmosphere of Santa Barbara’s 
3iltmore Hotel, the wholesalers spent 
the business hours of their three-day 
session in serious consideration of 
wholesaling problems pertinent to the 
West Coast region as well as national 
problems affecting the future course 
of their industry. 

Heading the list of topics under dis- 
cussion, either officially in the program 
sessions or unofficially wherever groups 
of wholesalers gathered, were: rene- 
gotiation, surpluses, re-employment of 
servicemen, the future of such boom 
areas as the West Coast, and the ever- 
present question of charges for reels. 
In all this discussion, observers noted 
a general feeling of confidence which 
showed the average wholesaler’s belief 
in a bright future for his industry. 

The official opening of the conven- 
tion was on Tuesday morning when 
the program committee had scheduled 
two speakers from the Government, 
Mr. H. A. Hanning, renegotiator for 
he price Adjustment Board of the 
Maritime Commission, and Mr. R. W. 
Longstreth regional manager of the 
Office of Civilian Requirements, WPB, 


as well as Mr. S. G. Hibben, well- 
known director of applied lighting for 
Westinghouse. 


Under the direction of Mr. Clyde 


Houston, vice president of the South- 
ern California Edison Company, a 
program on Wednesday morning cov- 


ered the post-war outlook ior the elec- 
trical industry on the West Coast. 
Covered by the speakers were: the 
extensive plans being made by the 
utilities to develop new electrical mar- 
kets to replace the load that will be 
released by the defense plants after 
the war; the outlook for new home 
construction on the Pacific Coast, with 
particular emphasis on the effect of 
defense housing; and the need for co- 
operation among all elements of the 
electrical industry to help retain many 
of the new industries fhat have been 
developed in that area since the war 
began. 

Part of the Wednesday morning pro- 
gram was turned over to the War 
Department, Ninth Service Command, 
for a special program similar to that 
presented at the national convention 
of NEWA in Chicago, and which was 
arranged by Chas. E. Pyle, national 


NEWLY-ELECTED CHAIRMAN of the Pacific Division of NEWA, 
J. P. “Phil” Carson, right, and retiring chairman, Harry E. Perl, left, are 
joined by NEWA’s national managing director Charles E. Pyle, center, at 
the division’s annual meeting held this year at the Santa Barbara Biltmore. 
Mr. Carson is district manager for Graybar at San Francisco. 
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managing director of NEWA, who 


JUSTRITE SAFETY PRODUCTS Seems 


Graybar Electric Company, Inc., dis- 

| trict manager at San Francisco, was 

| elected chairman of the Pacific Divi- 

sion for the coming year. R. A. Bal- 

zari was re-elected chairman of the 

division. Harry E. Perl, president of 

| the State Electric Supply, Ltd., Oak- 

land, Calif., the retiring president of 

the division, was elected an executive 

committeeman. Both Mr. Perl and 

; : Mr. Balzari were accorded special 

ae Vie | ovations at the closing session in ap- 
ae preciation of their work during the 


lean  . 
IN PEACE , past year. 


Wholesalers to get 
Batteries on WPB-547 


Wholesalers serving farm and other 
essential civilian users may replenish 
their inventories of flashlight batteries 
by applying for preference ratings on 
W PB-547, the War Production Board 
announced. 

All applications must show the type 
of flashlight battery applied for, such 
as No. 915, No. 935, or No. 950. As 
supply is limited, each wholesaler who 
applies should expect to receive ratings 
only on comparatively small quantities, 
WPB said. Only one application will 


Yy 


Yb 


omn.. fing xi | be accepted from each wholesaler for 
IN INDUSTRY the Third Quarter. 





On every battlefront our fighting men are 
depending on Justrite Safety Lanterns, head- 
lights, plastic flashlights, and penlights to 
see them through the “dark spots.” 

Tomorrow, when peace comes, these 
Justrite products are bound to be high on 
their ““wanted”’ list . . . because these fellows 
know Justrite Products. Better plan your 
stock now ... Justrite is sure to be first in 
peace, just as itis... 


First in Industry 

That’s because Justrite Safety Lanterns, 
Safety Cans, Safety Filling Cans and Oily 
Waste Cans are helping industry prevent 
costly fires and accidents .. . helping conserve vital materials... 
and helping safeguard the lives of American workmen. 

Today, there’s an unceasing demand for Justrite Safety Prod- 
ucts. You can supply these items to priority customers... it’s a 


steady, profitable line that’s preferred in peace, in war and in 
industry S. E. HEYERICK, whose appointment 


— ‘ as Purchasing Agent of the Ilg Elec- 
Write today or see your jobber. tric Ventilating Company, Chicago, 


JUSTRITE MAN U FACTU RING COMPANY was announced by J. M. Frank, presi- 


: dent of Ilg. Heyerick succeeds the 
2063 N. Southport Ave., Dept. A-4, Chicago 14, Ill. late Walter H. Hallsteen. 
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WARD R. SCHAFER, newly ap- 
pointed regional sales manager of the 
Western region for Edison General 
Electric Appliance Co., Inc. His head- 
quarters will be in San Francisco. He 
has been on leave of absence to act 
as superintendent of construction of 
the Sinclair $30,000,000 synthetic rub- 
ber plant. 





Ex-Wholesaler to Head | 
Westinghouse Radio 


Harold B. Donley, formerly general | 
appliance manager for Westinghouse | 
Electric Supply Company, has been | 
appointed manager of the Westing- 
house Radio Receiver Division which 
will manufacture and market home 
radio receivers as soon as they can 
again be made. Walter Evans, vice- 
president in charge of Westinghouse 
radio activities, announced the appoint- | 
ment. 

Mr. Evans said “Mr. Donley will | 
take over immediately supervision of 
the planning and experimental work | 
through which Westinghouse for the | 
first time since 1928 will develop a | 
complete line of radio receivers.” 

Mr. Donley is a member of the Na- 
tional Electrical Wholesalers Associa- 
tion. He joined Westinghouse at the 
Mansfield, Ohio, appliance division, in | 
1922. 


Raytheon Changes Name | 


The Raytheon Production Company, | 
makers of Raytheon radio tubes, has 
announced that beginning June Ist, the 
name of the Company became “Radio 


Receiving Tube Division, 
Manufacturing Company.” 

The address of the company, 55 
Chapel Street, Newton, Mass., remains 
the same. 


Raytheon 








Rittenhouse Chimes Sales 


will be firmly built on factual information 


Sates knowledge is sales power. With it you can plan a safe and 
successful merchandising future. Without it you gamble. 


Because the sales and profits of every Rittenhouse distributor and 
dealer are directly affected by the concrete information available 
before a product is offered to the public, Rittenhouse is conducting 
extensive surveys ... asking questions from the people you hope to 
sell when postwar spending starts. 


Rittenhouse surveys will cover every field of your sales activities 
and the facts will be given to you before you make a move . . . before 
you invest a penny. 


With this Rittenhouse information you will know: What type of 
door chime will sell best, how much the home-owner will pay for his 
chime, where he will buy it, which models you should stock . . . and 
scores of other vital sales facts . . . direct from the electric chimes 
prospect. Exactness in engineering, design and sales procedure have 
always been and always will be a Rittenhouse service to every 
Rittenhouse distributor and dealer. 


THE A. E. RITTENHOUSE COMPANY, INC. 
Honeoye Falls. New York 


MEMMOUWsé 


DOOR CHIMES 


TOMORROW'S 
BETTER 
CHIMES 
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like 


So the World won't beat a path 
to your door... a az ouce! 


Why do so many folks wait until a heat wave arrives before they make a move 
to get their electric fans in shape? Bet you'd like the answer to that one, too! 

Not knowing the answer, but determined to do what we can to keep you from 
being swamped with repair work, Robbins & Myers national advertising asks 
people to give you and themselves a break this summer. 

Planning just a bit ahead will help a lot. We’re planning to provide you with 
the best fans ever, just as soon as we finish our wartime job of building stabilizers 
and automatic pilots for the Norden Bombsight System. Robbins & Myers, Inc., 
Fan Sales Division, Springfield, Ohio. 

wis FOR REPAIR PARTS OR REPAIR JOBS DONE FOR YOU, GET 


IN TOUCH WITH US OR THE NEAREST R & M BRANCH. 


NEW YORK, 200 Varick St. CHICAGO, 2400 W. Madison St. PHILADELPHIA, 401 N. Broad St. 

KANSAS CITY, B. M. A. Bidg., Room 325, 215 Pershing Rd. SAN FRANCISCO, 237 Rialto Building 

NEW ORLEANS, 116 Arlington Dr. DALLAS, 1100 Cadiz St. 
THE ROBBINS & MYERS CO. OF CANADA, LTD., Brantford, Ont. 








Miller Celebrates 
100th Anniversary 


A century of progressive activity in 
the lighting field was celebrated in a 
proud but sedate war-time manner by 
The Miller Company of Meriden, 
Conn., last month. Officials of the 
company reviewed with pride the hun- 
dred years of continuous manufactur- 
ing which installed that company in 


Burton G. Tremaine, Jr. 


the exclusive circle of manufacturers 
which have passed the century mark. 
Burton G. Tremaine, Jr., president 
of The Miller Company, and W. F. 
Minor, general manager, explained 
that the anniversary celebration this 
year will be very light because of the 
war, but that a proper celebration is 
being planned for after the war. 
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News Notes 
From N.E.W.A. 


a mars LOWEST COST 


WITH PORCELAIN PROTECTED WIRING 










































D. Lyle Fife, as president of N.E. 
W.A., conducted his last meeting of the 
Management Committee on June 7 in 
New York. His second term as N.E. 
W.A. president expired on July 1. 

Mr. Fife was honored by a small 
informal dinner attended by all mem- 
bers of the management committee fol 
lowing the meeting. 


























Busey Takes the Reins 





On July 1, Mr. John L. Busey offi- | 
cially succeeded Mr. Fife as N.E.W. | 
A.’s president. When the Management 
Committee met in New York on June | 
7, Mr. Busey discussed in general 
terms his plans for carrying on and 
further accelerating the tempo of the 
association and committee activities. 
Following that meeting, Mr. Busey an- | 
nounced the appointment of several | 
committees for the next year as fol- 
lows: 

Catalog Committee: (reappointed) 
A. C. Prange, chairman; J. T. Mor- | 
gan; G. H. Wahn. 

Finance Committee: A. H. Nicoll, | 
chairman; I. W. Danforth; W. J. | 
Kranzer; Walter Williamson; E. Don- 
ald Tolles, Treasurer of N.E.W.A. 

Committee on Committees: J. L. 
Busey, chairman; D. L. Fife; E. B. 
Ingraham; L. E. Latham; J. M. New- | 
ton. 

By-Laws Revision Committee: L. E. 
Latham, chairman; R. J. Brown; G. 
F. Hessler; E. B. Ingraham; John M. 
Newton. 































SURFOLETS... For sur- 
face wiring. Save time and 
material im installation. 


Committee Appointed for 
Surplus Goods Disposal 








The problem of disposing of the 







huge wartime stores of consumers sur- @ Unbeatable ECONOMY is one of types of wiring construction)—which 
plus goods received considerable atten- many advantages of Porcelain Pro- means adequacy for tomorrow's greater 
tion at the June Management Commit tected Wiring! This method costs less loads! Meetsall requirements of direc- 
tee meeting. President Fife, who was to install because of its simplicity and tives calling for non-metallic wiring 
authorized by the Executive Commit- because it requires the least amount and non-metallic wiring materials. In 







tee, at its Chicago meeting in April, to 
appoint a “Surplus Consumers Goods 
Disposal Committee,” called for a full 
discussion of the matter by the mem- 
bers of the Management Committee. 

That discussion. resulted in Mr. 
Fife’s appointment of the following 
N.E.W.A. members to constitute this 
committee whose particular duty it 
shall be to keep abreast of developments 
and to keep the entire membership in- 
formed about them: Geo. F. Hessler, 
chairman; Henry Czech; Chas. Good- 
win; J. P. Hamblem; B. T. Hare; L. 
L. Hirsch; Cal. Zamoiski. 


of materials. In addition, it’s “tops” wiring for the future—consult your 
in safety, long life and reliability! efficient Electrical Inspector—the man 
Provides 33% to 100% more current who knows fire prevention facts from 
carrying capacity (compared to other A to Z. Write for wiring manual, 













































“PAM” Book Published f 


Last month N.E.W.A. published and | FINDLAY, OHIO 
widely distributed the book—*Poten- 
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EW power lines—new commu- 

nication lines are being planned 
for construction as soon as materials 
and manpower permit. 


Public utility companies who have 
standardized on Kleins have found 
the high quality and long life of tools 
and equipment they purchased in the 
past are standing them in good stead 
in these times when the demand of 
our fighting forces for pliers, belts, 
straps, climbers and grips mean that 
fewer are available for use on the 
home front. 


Increased production has helped 
fill this need and as soon as war con- 
ditions permit, this increased pro- 
duction will again serve you in your 
big peacetime job. 

In your plans for the future, be sure 


to include Klein pliers and other 
equipment. 


ASK YOUR SUPPLIER 


Foreign Distributor: 







International Standard Electric 
Corp., New York 


This book on the care 
and safe use of tools will 
a\y be sent on request. 


Since 1857 


LEINc 


WEEE 
aT 


200 BELMONT AVE 


KLEINS ¥; 


in your planning 


























Chicago, IL, U.S.A 
i : 





tial Appliance Market in 1946”— 
written by Mr. Willard Hall and based 
on his address at the N.E.W.A. Con- 
vention at Chicago in April. 

The book has had a very broad de- 
mand and orders for copies have come 
from a great variety of industries, 
many of them entirely foreign to the 
electric field. 


Pacific Division N.E.W.A. 
Elects Carson 


All reports of the Pacific Division’s 
meeting at Santa Barbara, California, 
May 22—724, are agreed that it was the 
largest and one of the most outstanding 
meetings in a great many years. The 
program listed subjects which were 
of special importance to the west coast 
wholesalers. Reports from those who 
attended say that much constructive in- 
formation was developed at the ses- 
sions. 

In attendance from the East were: 
A. H. Nicoll, Graybar president; D. 
M. Salsbury, Westinghouse Electric 
Supply Company’s general manager; 
and Charles G. Pyle, managing direc- 
tor of N.E.W.A. 

Election results put the following 
Pacific Division members into office 
for the next year: J. P. Carson, Pacific 
Division chairman, and H. E. Perl, 
executive committeeman. R. A. Balzari 
was re-elected secretary. 


Pyle Returns from 
Trip to West Coast 


Managing Director Pyle reported to 
the meeting of the Management Com- 
mittee that his extensive trip to the 
west coast, following the N.E.W.A. 
Chicago Convention was very success- 
ful. He visited members and prospec- 
tive members in Seattle, Portland, Ta- 
coma, San Francisco, Los Angeles and 
Pasadena. 

At the Santa Barbara meeting of the 
Pacific Division, Mr. Pyle was one of 
the principal speakers. Upon his return 
he said he was very impressed with the 
Pacific Division and its progressive 
plans and current activities. 


McGraw Editors Address 
N.E.W.A.’s Postwar Forum 


N.E.W.A.’s Postwar Planning Com- 
mittee held another of its “forum” 
meetings on July 7 at New York. 
Chairman Herbert Metz arranged a 
fine program at which the principal 
guest speakers were the following edi- 
tors of McGraw-Hill publications: S. 
B. Williams, “Electrical World”; L. 
E. Moffatt, “Electrical Merchandis- 
ing’; and O. Fred. Rost, WHOLE- 
SALER’S SALESMAN. 

Members of N.E.W.A. have been 
informed of the highlights of that 
meeting. Details of the meeting also 
were furnished the “press” in order that 
the general information on postwar 
planning, as developed by the speakers, 
could be made available to the public. 
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Three Appointed to 
Air Conditioning Dept. 


Three appointments to the executive 
taff of the air conditioning department 
f the Westinghouse Electric Elevato: 
ompany in Jersey City, N. J., have 
een announced by Ross Rathbun, 
anager of air conditioning. 

L. Gale Huggins was named assist 


L. Gale Huggins 


ant manager of air conditioning; Wal- 
ter C. Goodwin becomes negotiation 
manager, with responsibility for appli- 
cation engineering and negotiations, 
and Howard A. Blair, was appointed 
service manager. 


Names Utah Man 


Raymond Ackerman of Salt Lake 
City has been appointed sales repre- 
sentative for Porcelain Products, Inc., 
Findlay, Ohio, for the territory which 
includes Utah and parts of Nevada and 
\V yoming. 


Buffalo Wholesaler 
Plans to Build 


The Buffalo Electric Company, elec- 
trical wholesalers of Buffalo, N. Y., 
has announced that it has applied to 
the War Production Board for author- 
ity to purchase materials to build a 100 
by 100 foot, two-story addition to its 

esent building at 75 West Mohauk 
st. The expected cost of the new 
structure is more than $50,000. 

“The building will be of reinforced 

ncrete and provision will be made to 

large it to five stories later,” said 
Karr Parker, president of the company. 


OUR MOST VITAL WEAPON 


Secrer 


's Mo 


Proper illumination is the war’s most 
vital weapon. Without it, accurate 
vision is lost. . . and accurate vision 
is the one tool indispensable to 
skilled workmen. 

Potent weapon that it is, correct 
illumination is no secret, but a pro- 
duction aid available to all. More 
than adequate lighting, it is controlled 
lighting—controlled to minimize 


Me ed 


shadows, sharp contrasts and glare. 

Goodrich illuminating engineers 
are specialists in lighting industrial 
tasks... in providing the good, com- 
fortable vision that speeds eyes and 
hands and maintains production 
schedules. They're prepared to help 
you with lighting equipment de- 
signed to meet every industrial re- 
quirement. 


Sold through electrical wholesalers 


io 


BREET RIG G8 OMIPANIY 


4600 BELLE PLAINE AVENUE, CHICAGO 4l, ILLINOIS 
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SALES 
OPPORTUNITIES 






BENDERS. Powerful hydrau- 
lic and hand benders for pipe 
up to 414"; rigid and thin-wall 
conduit; steel, brass and cop- 
per tubing; busbars. 


CABLE PULLERS. Pull cable 
into exposed or concealed 
conduit in half the time re- 
with 
equipment. 

operated by one man. 








cumbersome 





quired 





Easily carried, 






JOIST BORERS. The conven- 
ient, work-saving way to bore 
holes in joists for knob-and- 
tube wiring and for conduit. 
Ball bearing operation. Easi- 
ly assembled. 


KNOCKOUT TOOLS. Knock- 
out Punches and Knockout 
Cutters save hours of work in 
cutting smooth accurate holes. 
Enlarge holes without drill- 
ing, reaming or filing. 


RADIO CHASSIS PUNCHES. 
For cutting holes in radio 
chassis for sockets, plugs and 
other receptacles. Cut or en- 
large holes in a jiffy. A big 
time saver for radio workers. 


















PIPE PUSHERS. One man eas- 
ily pushes pipe through ground 
by powerful hydraulic action. 
Eliminate extensive trench- 
ing, tearing up lawns and 
pavement in installing pipe. 









“With our GREENLEE Bender we can now bend 
pipe cold, right on the job location. Formerly we had 
to send it away for heat bending . . . job was delayed 
at least two days.” Mr. Coffey of Anderson-Coffey Co., 
Electrical Contractors, Boston, Mass., thus completely 


sums up on-the-job performance of GREENLEE Benders. 


When you show man-hours saved, costs cut, better 
work with GREENLEE Benders, your electrical prospects 
are going to listen—and buy! They prefer portable 


benders ... easily set up... operated by one man. 


Intensive national advertising, years of tool making 
experience, proven performance back you up when you 
sell GREENLEE. Cash-in now on greater sales, increased 


profits—get complete sales information on 








GREENLEE Benders and other special time- 
say ing tools for electrical work. Write for 
free Catalog 33E, Greenlee Tool Co., 
1847 Columbia Ave., Rockford, Illinois. 


REGISTERED TOOLS 


GREENLEE 


FOR THE CRAFTSMAN 








| 
| 
| 
| 
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Cossman in New 
Graybar Position 


George J. Cossman, formerly assist- 
ant Central District manager of the 


Graybar Electric Company, became 
manager of the Central District on 
June Ist, according to announcement 
from the Graybar company. 

Mr. Cossman succeeds Walter | 
Hoagland, vice president and manage 
of the Central District, who has retired 
after 44 years of service. Mr. Hoag- 
land joined Graybar in 1900 in 
clerical capacity and has been identified 
with electrical activities in Chicag 
since that time. 

Mr. Cossman’s duties as head of th 
Central District include supervision « 
the Chicago main house, and seve: 
branches, Indianapolis, Grand Rapids, 
Milwaukee, Davenport, Hammond 
Peoria and Des Moines. 

At the same time, Graybar an 
nounced the appointment of W. E 
Guy as district commercial manage 
at Chicago, succeeding J. H. Gleason 
who, pending his retirement in a short 
time, will remain in an advisor) 
capacity. 

Mr. Guy, who started with Grayba: 
in 1924 was at one time president of 
Chamber of Commerce in Hammond, 
Ind., and from 1928 to 1939 was man 
ager of Graybar’s branch house in that 
city. Since 1939 he has been district 
commercial manager in Los Angeles. 
He joined the company in 1903. 








WILLARD V. MERRIAUE has been 
named advertising and sales promotion 
manager of the Apparatus Department 
of the General Electric Company. At 
the same time he was named a mem- 
ber of the apparatus sales committee 


of the company. He has been with 
General Electric since 1925. 


WHOLESALER’S SALESMAN — July 1944 





a ef ant 









NEMA to Revamp 
Wiring Handbook 


Revision of various sections of the 
Handbook of Interior Wiring Design 
by the Industry Committee of the Na- 
tional Electrical Manufacturers Asso- 
ciation is now being considered, the 
Association has announced. The move 
is being taken, it said, in view of the 
experience gained over the past few 
years and with the objective of having 
the standards brought up to date for 
application in all types of post-war 
building construction and moderniza- 
tion. 

E. A. Brand of the Buffalo Niagara 
and Eastern Power Corporation, Buf- 
falo, N. Y., has accepted reappointment 
to the chairmanship. Working with 
him, representing the various branches 
of the industry, are F. N. M. Squires 
ind Charles A. Ward of the Interna- 
tional Association of Electrical Inspec- 
tors; Richard Slauer and Leo Dolkart, 
representing the Illuminating Engi- 
neering Society: D. L. Ripley, repre- 
senting American Lighting Equipment 
\ssociation, Inc.; L. F. Adams, Frank 
Thornton, Jr., H. G. Knoderer, H. E. 
Metz, William Seubert and H. H. 
Weber, representing the National 
Electrical Manufacturers Association; 
\llen Coggeshall and George H. Mc- 
Kee, representing the National Electri- 
cal Contractors Association, and D. M. 
Salsbury, representing the National 
Electrical Wholesalers Association. 
\. C. Bredahl is secretary of this com- 
mittee and is also chairman of a techni 
cal committee which has been appointed 
to consider suggestions for revision, to 
he passed through to the main com- 
mittee for action. 


McConnell to Head 
Wesco at Detroit 


Appointment of H. I. McConnell as 
Central District Manager of the West- 
inghouse Electric Supply Company, 
with headquarters in Detroit, has been 
innounced by D. M. Salsbury, general 
manager of the company. 

Since 1940, Mr. McConnell has been 
nanager of the Virginia Division, with 
headquarters at Richmond, Va. 

He joined the H. C. Roberts Electric 

ompany at Philadelphia as automotive 
lepartment manager in 1916, and 
joined the Westinghouse organization 
when Westinghouse purchased the 
Roberts Company. He was named 
appliance manager for Westinghouse’s 
Middle Atlantic District in 1937. 
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*« 
Guaranteed 
for Six (6 
Months 


Fits Standard Flashlight 
~” Cases. Takes the place 
y of TWO 1% Size D 


e - 
7 4 
J —_ 








IMPORTANT 


You can now obtain IDEAL Flashlight-Storage-Batteries and Chargers for 
stock by applying on WPB Form 547 (formerly PD-1X). It is important 
that your application specifies “IDEAL Rechargeable Storage Batteries for 
Flashlights’, and you must apply to the follow‘ng division: 


WAR PRODUCTION BOARD 

ETECTRICAL SUPPLIES AND HOUSEHOLD APPLIANCES 
WHOLESALE AND RETAIL DIVISION 

OFFICE OF CIVILIAN REQUIREMENTS 

WASHINGTON, D. C. 























IDEAL a plugs into any light socket 


IDEAL Flashlight Batteries can be 
recharged over and over again. 
Chargers available in single (AC 
only), 6-gang, and 12-gang types 
(AC or DC as required). 


PROMPT DELIVERY 


Literature, Envelope Stuffers, Price Sheets and Counter Display Cards 
sent immediately upon request. 
Sales Offices in all Principal Cities—In Canada: Irving Smith Ltd., Montreal, Quebec 


IDEAL S 


* IDEAL COMMUTATOR ORESSER CO 
1047 PARK AVE. SYCAMORE, ILL. 
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‘Benjamin Elects New 
Board of Directors 


The following board of directors, all 
but two of which are actively engaged 
in the operating management of th 
company, were elected last month by 
the stockholders of the Benjamin Ele 
tric Manufacturing Co., Des Plaines, 
Illinois: Walter D. Steele, C. F. W 
Alfvin, Hoyt Post Steele, J. H. Fall 
III, R. Allen Benjamin, W. Clyde 

| Jones and James R. Addington. Walter 

| D. Steele, who has been president since 

| 1928 and who has been associated with 
the company since it was founded in 
1901, will direct all operations of th: 
company. 

Mr. J. H. Fall, Jr., chairman of the 
board and chief executive of the com- 
pany since 1928, has retired fro1 
active participation in the management 
of the company after 32 years of serv 
ice, the company announced. Mr. Fall 

ALN: . Fa : will continue to act in an advisor) 
fa tra Car. Atc-Ck * capacity on financial matters. 

Other officers elected at the annual 
meeting are: Hoyt Post Steele, vic: 
president; J. H. Fall III, vice president 
and general sales manager; C. F. W 
Alfvin, treasurer; R. Allen Benjami1 
secretary; George A. Hamm, con 
troller; C. B. Harlow and Miles F 
Steel, divisional vice presidents; F. G 
Klingel, assistant treasurer, and Mary 
Asping, assistant secretary. 


POWERFULLY INTERESTING are these let- 

ters from our boys at the front. So often we ) 
read how the vital communications wire Rural Information 
that CORWICO makes is helping toward final 

Victory. For the duration—we are pledged | Exchange Opened 
100% to this hig job. ------ ------ | 


To provide a central agency for col 
lecting, analyzing and disseminating 
*Another excerpt trom a letter to William information about electricity and _ its 
Ogert of Cornish Wire Co., from his son relation to agriculture, a central bu 
overseas, telling how CORWICO wire | reau to be known as the “Rural Elec 
is in daily use in his fighting outfit. trification Information Exchange” i 
| being opened by “Farm Journal” maga 
zine. The bureau will be located at 
“Farm Journal’s” New York offices at 
420 Lexington Ave., New York 17 

N. Y. 


7 
| The Information Exchange will b 
Cornis under the direction of Frank E. Watts 
whose experience in the electrical in 
| dustry dates back 36 years. He ha 


been associated with the “Farm Jour 


| nal” for the past three years as an ex 
WIRE COMPANY, inc. | past three y« 


ecutive assistant. vt 
RSD CMSA chance: according to Mr. Watts, wil 
New York mo lendienngdnt: i gage 2 fo “gt 
"Made by Engineers for Engineers ” electricity on farms. This data will be 


; 

| made available on request to whole 
salers, manufacturers, advertising 
agencies, farm electrical dealers, etc. 
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WPB Orders 


Armored Cable—Ceilings 
Added for Three More Types 


Three types of armored electrical 
cable, inadvertently omitted from the 
original listing of ceiling prices on 
this product, have been added to the 
list of manufacturers’ dollars-and- 
cents ceilings, the Office of Price Ad- 
ministration announced recently. 

The items added to the list, with 
prices varying according to size and 
shipping zones, are: 

Armored leaded cable, 150-ft, coil 
—from $147.80 to $161.40. Bare 
armored ground wire (solid), 250-ft. 
coil—from $32.12 to $66.90. Bare 
armored ground wire (stranded), 
250-ft. coil—from $35.20 to $73.81. 


100,000 Electric Fans 
Authorized by WPB 


Production of 100,000 propeller- 
type electric fans, 12 and 16 inches 
in diameter, is to be permitted after 
the assignment of production quotas 
to manufacturers able to make fans 
without interfering in any way with 
war production, the War Production 
Board announced last month. 

The number of fans to be produced 
will be sufficient to meet only the 
most essential military, hospital, in- 
stitutional, and industrial needs, 
WPB said. None of the fans can be 
made available for home or office 
use. 

Controls over the production and 
delivery of fans designed for desk, 
pedestal, wall bracket, ceiling, or 
portable window mounting, powered 
by a fractional horse-power motor 
drawing 200 watts or less, are es- 
tablished in Limitation Order L-176, 
as amended May 24, 1944. 

Under the terms of the order, any 
manufacturer who wishes to partici- 
pate in the fan production program 
will file Form WPB-3700 with the 
WPB field office for the district in 
which the plant where the fans are 
to be made is situated. Quotas will 
be assigned so that total production 
will not exceed the approved pro- 
gram for 100,000 electric fans, and 
so that production in any one plant 
will not interfere with war produc- 
tion in that plant or in any other 
plant situated in the same area, 


WPB said. 


LATROBE 


NO. 403 INSULATOR SUPPORT 
The 403 "Bull Dog" Insulator sup- 
port is shown attached to "B D" 
cleat. Support includes cross-bar 
with necessary bolts and screws for 
attaching. 


NO. 285 NOZZLE WITH 
NO. 200 COVER PLATE 


This double duplex Receptacle Noz- 
zle is furnished with '/2 in. or ¥% in. 
brass pipe extension. Very compact 
and neat. 


KEYSTONE FISHWIRE 
Made of high quality flat steel wire, 
properly tempered. Ten sizes packed 
in coils of various lengths. 


‘e) 


Check your Stock 


EASILY 
INSTALLED 





FAC 





“BULL DOG" PIPE OR 
CONDUIT HANGER 


Quick and secure. Turns freely al- 
lowing pipe to run parallel or at 
right angles to beam. No straps or 
drilling necessary. 


NO. 110 LATROBE WATER- 
TIGHT BOX 


The illustration shows how No. 208 
Tapered Unit Receptacle fits ta- 
pered opening in top of Box. 


NO. 625 LATROBE CONDUIT 
BENDER 


Combination '/2" and %" bender 
with reversible jaw to fit either side. 
Handle can't work loose. Guaran- 
teed against breakage. 


0 
Let us know your requirements 


FULLMAN 


MANUFACTURING CO. 


ECO- 
NOMICAL 


LATROBE, PA. 
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Wholesalers 


find in HOLDENline one 
of those lines they've 









dreamed about. 






Good design, good en- 





gineering and a 





country-wide reputation 


for dependability. 







There are many basic 





mechanical and manu- 





facturing reasons why 





wholesalers like 
HOLDENline and one 
of these expresses itself 







in complete freedom 





from conventional 





service costs. 






Naturally that aspect of 
the situation appeals to 
buyers. The fellows who 
eventually pay for the in- 
stallation like HOLDENline 
equipment. 












That makes it perfect! 


HOLDENLINE Co. 
Pioneers in Fluorescent 


1960 EAST 57TH ST. 
CLEVELAND 3, OHIO 


























| Floodlights May Be 
| Obtained for Inventory 


| 
| 


Because of a slight easing in the 
supply position, distributors were 
permitted by a recent War Produc- 
tion Board order to acquire mini- 
mum inventories of floodlights. Pre- 
viously floodlights could be pur- 
chased by distributors only by’ ex- 
tension of the customer’s preference 
ratings. The new authority permits 
the use of WPB-547. 

The action was taken to facilitate 


prompt delivery of floodlights to | 
| military 


establishments and war 
plants. To receive consideration, 
applications from distributors must 





be for standard floodlight sizes only, | 
and quantities requested must be by | 


type, not “assorted floodlights.” 

Applicants were requested to sup- 
ply the following information in fil- 
ing Form 547: 

Supply background facts as briefly 
called for in Sections I and II. 

Supply the information called for 
in columns (c), (d) and (e) of Sec- 
tion III. If performance figures are 
not available, due to lack of recent 
floodlight inventory, applicant 
should attach a complete explanation 
of the procedure he has used to ar- 
rive at the quantity of floodlights he 
requests in column (f). 

Supply, in Section IV, pertinent 
information as to the industrial 
plants and military establishments 
expected to purchase the floodlights 
requested. If form space is not ade- 
quate for this information, a letter 
should be attached. 

After a distributor has established 


his floodlight inventory, it should be | 


replenished by extending preference 
ratings. 











EXPORT AGENCIES 
WANTED 


Manufacturers — have your 
export business developed or 
increased by experienced 
export firm with worldwide 
sales organization, desirous 

of handling a few additional 
| lines on an exclusive basis. 





Address Box 62 
WHOLESALER’S SALESMAN 
330 West 42nd St. New York 18, N. Y. 


























For That 


x HOME OF TOMORROW 
x MODERNIZATION JOB 
* MAINTENANCE WORK 





is) Note: All Single 
‘usd Gang Installations. 


Home Owners are going 
to insist on modern 
appearance and maxi- 
mum convenience —a 
result you can achieve 
easily the P &S- 
DESPARD way — and 
remember it only costs 
a few cents more per 
outlet. 
Sold Thru Electrical 


Wholesalers 
a 


PASS & SEYMOUR, INC. 


SYRACUSE 9, NEW YORK 
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Association News 


LEST YOU 
BALTIMORE—tThe Electrical Man- \ | F O R G E T. ee 


ufacturers Representatives Assn., Inc., 
of Baltimore, Maryland, reports that at 
its June 30th meeting Bob Montgomery 
showed the members a very interesting 
hobby collection of the electrical in- 
dustry which dated back to the 70’s 
and 80’s. This collection proved to be 
both novel and interesting to the men 
in the industry and further plans have 
been made to have other members dis- 
cuss their hobbies at future meetings. 

The Electrical Contractors Assn. of 
Maryland has appointed the following 
as a committee to work out a plan of 
cooperation within the industry and for 
properly defining electrical wholesaling 
in Maryland: Charles H. Stark, Earl 
Gill, Jack Heath, and Harry Morris. 
The jobbers have appointed as their 
committee: Sidney Greenfield, of 
Greenfield Electric; Ben Neal of Gray- 
bar; Stanley Hoffman of Hoffman 
Electric; and Bob Stott of Tristate. 
The Electrical Manufacturers Repre- 
sentatives Assn. has appointed the fol- 
lowing committee: F. A. Leser, Leo 
McCourt, W. J. Batchler, and Paul 
F. Douty. 


CONTRACTORS 
with REA Work 


USE 
PAINE «. A 


ROMEX =a” 
STRAPS No. 201-2 Hole 


With Non-Metallic Sheathed Cable 


...- and PAINE 
PIPE STRAPS 


For hanging thick and thin wall 
Conduit, Pipe and BX. Made of uni- 
form gauge galvanized with rounded 
edges. Beaded for extra strength. 


Guaranteed number 
of pieces to the 
pound. 


Available in 100 Ib. 
Bags and 5 Ib. car- 


ame oo XR OY A L 


2952 Carroll Ave. Chicago 12, Iii. 


Offices In Principal Cities 4 ELECTRIC COMPANY, INC. 


4 
95 GRAND AVENUE - PAWTUCKET, R. I. 


terra 4 /[43) 
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Check Advantages of 
BELL /ndustrial VOICE 
PAGING EQUIPMENT 


"4 Permits plant-wide vocal pagin 
plus broadcasting of musical record- 
ings, announcements, time and warn- 
ing signals, etc. 


/ Designed especially for heavy-duty, 
industrial use. 


/ Standard units combine to fill needs 
of any variety or extent. 



























/ Compact, tamperproof amplifier 
units for easy wall or shelf 
mounting. 


Quick, easy, low cost expansion or 
rearrangement whenever desired. 


Features oil-filled condensers having 
almost no wear-out faczor. 


/ Driver and amplifier units can be re- 
motely located; only microphone 
and on-off switch needed at opera- 
tor’s station. 


Because we're busy day and night on 
war work, your priority may not permit 
a BELL installation now. But youll 
very likely wish to consider it in your 
plans for post-war efficiency. Write for 
complete information today. Wii 


BEL SOUND SYSTEMS, INC. 


1197 ESSEX AVE., COLUMBUS, OHIO 
Export Office: 4900 Euclid Ave., Cleveland 3, Ohio 
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DOUBLE OPPORTUNITIES — 
FI for .| TO ELECTRICAL 
= SALES AND PROFIT == EQUIPMENT 
= SELLING AND INSTALLING = | MANUFACTURERS 
. juromaric = {| SEEKING MICHIGAN 
. POULTRY +=|§ REPRESENTATIVE: 
: TIME 
bd = * 
E SWITCHES . District Manager for top elec- 
sd for a) trical equipment manufacturer 
. LIGHTING I for twenty years (14 years in 
2 POULTRY Ly roy and ee terri 
7 | ory), now manufacturers 
a oo ‘ pr 9 Knows the men in in- 
a a 7 this eta sc pera . dustrial, contracting, whole- 
* INCREASE "PRODUCTION AND a| saling, utility, architectural 
gw PROFIT. They all want these Poultry a| and inspection fields who can 
Bh The ssscen's chert, ACT NOW!” BIE Muy Your Products. Interested 
. ies iennine . only in quality lines. 
. $12.00 to $18.00 - Write Box 71, 
Bg (thaadactted Weiner Circa” Bf WHOLESALER'S SALESMAN, 
s Write for Information a | 330 West 42nd St. 
m AUTOMATIC ELECTRIC MFG. CO. a New York, 18, MN. Y. 
2 MANKATO, MINNESOTA s| 
To nn nn on om 
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DETROIT—Members of the Electri- 
cal Association of Detroit have been 
invited by L. C. Disser, supervisor of 
purchases at the Ford Motor Company, 
to tour the Willow Run Bomber Plant. 
Mr. Disser recently addressed the As- 
sociation on the subject of electricity in 
the plant and in the bomber. 

The Association informs us that in 
in a later edition of the “Electrogram” 
a complete report of the Sub-Commit- 
tee on adequate wiring for the home 
will be given. 

C. D. LaMee, district manager of the 
General Electric Supply Co., was ap- 
pointed a governor at the last meeting 
of the Board, to fill the unexpired term 
of James Sidway who has resigned be- 
cause of a change in his personal plans 
for the future. 

The Commercial-Industrial Wiring 
Committee, headed by L. E. Taylor, re- 
ported to the Association on its post- 
war activities to date. The committee 
has met to discuss methods of approach 
te the problem of obtaining electrical 
adequacy in new commercial and in- 
dustrial structures. It was decided to 
attack the problem of the future store 
building first. Business areas have 
been selected in Detroit for a survey of 
present wiring conditions. A survey 
form has been prepared to facilitate the 
securing of the necessary information 
and the survey is now under way. 















REPRESENTATIVE 
WANTED 


Established manufacturer of new ap- 
proved Ultraviolet Germicidal fixtures 
and fine fluorescent line wants sales 
representatives in many principal cities. 
In replying please give full details of 
your experience, qualifications and 
present activities. Your letter will be 
treated confidentially. 


Address all replies to 


Box +46, McGraw-Hill Publishing Co. 
621 South Hope St., Los Angeles 14, 











MANUFACTURERS 
REPRESENTATIVE 


Well call- 


ing on electrical and hardware jobbers 


recognized representative 
in Texas and Louisiana needs an addi- 
tional line to round out his efforts. Ref- 
erences of highest type can be fur- 


nished. 


Box No. 72 c/o Wholesaler’s Salesman, 
330 West 42nd Street, New York 18, N. Y. 
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KANSAS CITY—The Electric As- 
ciation of Kansas City reports that 
, P. Cookingham, city manager, re- 
ently addressed the association on the 
ubject of “Postwar City”. With the 
coming of peace, Mr. Cookingham 
ointed out, the future of this city will 
he tied in with the tremendous changes 
hat must be expected to take place in 
ivilian life. Kansas City expects to 
keep step with current trends and 
levelopments. 

M. G. Ensinger, president of Union 
Wire Rope Company who recently re- 
turned from an extensive trip through 
South America, addressed the associa- 
tion at one of its regular luncheon 


6 GOOD REASONS 
FOR SELLING 




























REG. U S. PAT. OFF. 

















RENEWABLE FUSES 


1—1T’'S A LINE THAT HAS A FUTURE 


The powder-packed element is not interchangeable— 
You get all the repeat business and profits. 


























meetings on the subiec co "4 2—YOU HAVE SOMETHING REALLY WORTH WHILE 
vos = a subject of “Know TO TALK ABOUT! 
Neig ‘ Custom-built and engineered to give user THREE TIMES THE SERVICE. 
One hundred and twenty-seven mem- 















































bers and guests heard T. J. Newcomb, 3—NO PRICE COMPETITION! 

general sales manager of Westinghouse TREES? qaetly axlle thelt—guies bene keene. 

Electric & Mfg. Co., discuss “Frozen 4—SERVICE! . 

Foods after the War.” Mr. Newcomb Always dependable—even under most trying conditions. 

ittacked his subject from all angles 

tole "Be ad ; 5—CCNTROLLED “THRU THE WHOLESALER” POLICY! 
giving the listeners a complete and Your ercfits are prctected year after year. 

vivid description of his version of the 

frozen food business in the future. 6—NATIONALLY ADVERTISED 

Prominently discussed was the fact Over a million subscribers read TRICO advertisements monthly. 
that possibly home freezers would be Kcy your selling efforts to the fuse line with a FUTURE. 





greatly in demand for 4 time during the 
postwar period but would later decrease 


SELL TRICO 
due to the offerings of commercial 


packers, and the desire to be free of IHRIKCE co TRICO FUSE MFG. CO. E IS AG 
home packing in favor of recreations. Up OK _—_ Milweukee Wisconsin <AUSIES- 


ANCHORS 


4); THAT HOLD 
DEPENDABLY 







































Wy CHICAGO 


SINGLE MACHINE BOLT 


SHIELDS 


This is the machine bolt anchor to use 















AUTOMATIC FEED TUBE CUTTER 





























on ° . aed 4 
wherever it is not handy to work with a For to 1” E.M.T.... 
. a . Cut E. M. T. the quick easy way! Only One Settir Just clamp the DISTRIBUTED BY 
setting tool. Two-side expansion and riegel No. 100 Tube Cutter on the E. M. T. and give it a few a a a ‘ By 1 da 
i = turn No further adjustments necessary. Constant Spring Tension he +. Austin . 0., eoame + 

powerful wedge action hold work = do. the rest—gives you a clean cut from the original setting does ee cn. hy, Brant ON ; 
curely. Available in all standard sizes away with tube distortion and gives longer cutter life. Then too, the Gen. Electric Co., Bridgeport, Cont 
f j " + " Handy Reamer is attached to it’s side. A couple of twists remove } The Steelduct Co Younasiows. io 
ro ¥, iny slight side Enameled Metals, Pittsburgh, Penn 
. we /s 4 pode spp ohn | National Enameling & Mfg. Co 

. HANDY TUBE HOLDER ... : ag fiittsburgh. a 

riangle Con é ible Co 
- IMMEDIATE DELIVERIES Also shown is the Briegel Tube Holder that accommodates all size New Brunswick, N. J 





Kk. M. T. from 4%” to 1” without damage to outer coatings 








Prompt Deliveries on Properly Rated Orders 


(2) BRIEGEL METHOD TOOL CO. « Galva, Ill 


Pere 


CHICAGO EXPANSION 





BOLT COMPANY 
Ogden Ave. @ Chicago 12, Ill 
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Check Advantages of 
BELL /ndustrial VOICE 
PAGING EQUIPMENT 


V Permits plant-wide vocal paging 
plus broadcasting of musical record- 
ings, announcements, time and warn- 
ing signals, etc. 

/ Designed especially for heavy-duty, 
industrial use. 


/ Standard units combine to fill needs 
of any variety or extent. 


/ Compact, tamperproof amplifier 
units for easy wall or shelf 
mounting. 


Quick, easy, low cost expansion or 
rearrangement whenever desired. 


Features oil-filled condensers having 
almost no wear-out facior. 


/ Driver and amplifier units can be re- 
motely located; only microphone 
and on-off switch needed at opera- 
tor’s station. 


Because we're busy day and night on 
war work, your priority may not permit 
a BELL installation now. But youll 
very likely wish to consider it in your 
plans for post-war efficiency. Write for 
complete information today. i 


SOUND 


BEL ‘ SYSTEMS, INC. 


Export Office: 4900 Euclid Ave., Cleveland 3, Ohio 


DOUBLE OPPORTUNITIES 


for 


SALES AND PROFIT 


SELLING AND INSTALLING 
AUTOMATIC 
POULTRY 
TIME 
SWITCHES 


for 


LIGHTING 
POULTRY 
HOUSES 





Cash in on this profitable market! Every 
poultry raiser now knows that LIGHTS 
INCREASE PRODUCTION AND 
PROFIT. They all want these Poultry 
Time Switches. Sell them! Install them! 
The season's short. ACT NOW! 


FOUR MODELS 
$12.00 to $18.00 


With and without "Dimmer Circuit'’ 
All-electric and Manually-wound 


Write for Information 


AUTOMATIC ELECTRIC MFG. CO. 


MANKATO, MINNESOTA 
(eee 22 2 eee 
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DETROIT—Members of the Electri- 
cal Association of Detroit have been 
invited by L. C. Disser, supervisor of 
purchases at the Ford Motor Company, 
to tour the Willow Run Bomber Plant. 
Mr. Disser recently addressed the As- 
sociation on the subject of electricity in 
the plant and in the bomber. 

The Association informs us that in 
in a later edition of the “Electrogram” 
a complete report of the Sub-Commit- 
tee on adequate wiring for the home 
will be given. 

C. D. LaMee, district manager of the 
General Electric Supply Co., was ap- 
pointed a governor at the last meeting 
of the Board, to fill the unexpired term 
of James Sidway who has resigned be- 
cause of a change in his personal plans 
for the future. 

The Commercial-Industrial Wiring 
Committee, headed by L. E. Taylor, re- 
ported to the Association on its post- 
war activities to date. The committee 
has met to discuss methods of approach 
te the problem of obtaining electrical 
adequacy in new commercial and in- 
dustrial structures. It was decided to 
attack the problem of the future store 
building first. Business areas have 


been selected in Detroit for a survey of 
present wiring conditions. A survey 
form has been prepared to facilitate the 
securing of the necessary information 
and the survey is now under way. 
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TO ELECTRICAL 
EQUIPMENT 
MANUFACTURERS 


SEEKING MICHIGAN 


REPRESENTATIVE: 


* 


District Manager for top elec- 
trical equipment manufacturer 
for twenty years (14 years in 
Detroit and Michigan terri- 
tory), now manufacturers’ 
agent. Knows the men in in- 
dustrial, contracting, whole- 
saling, utility, architectural 
and inspection fields who can 
buy your products. Interested 
only in quality lines. 


Write Box 71, 


WHOLESALER'S SALESMAN, 
330 West 42nd St. 
New York, 18, N. Y. 





REPRESENTATIVE 
WANTED 


Established manufacturer of new ap- 
proved Ultraviolet Germicidal fixtures 
and fine fluorescent line wants sales 
representatives in many principal cities. 
In replying please give full details of 
your experience, qualifications and 
present activities. Your letter will be 
treated confidentially. 


Address all replies to 


Box #46, McGraw-Hill Publishing Co. 
621 South Hope St., Los Angeles 14, 














MANUFACTURERS 
REPRESENTATIVE 


Well recognized representative call- 
ing on electrical and hardware jobbers 
in Texas and Louisiana needs an addi- 
tional line to round out his efforts. Ref- 
erences of highest type can be fur- 


nished. 


Box No. 72 c/o Wholesaler’s Salesman, 
330 West 42nd Street, New York 18, N. Y. 
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<ANSAS CITY—The Electric As- 
ciation of Kansas City reports that 

. P. Cookingham, city manager, re- 
ently addressed the association on the 
ubject of “Postwar City”. With the 
oming of peace, Mr. Cookingham 
ointed out, the future of this city will 
he tied in with the tremendous changes 
hat must be expected to take place in 
ivilian life. Kansas City expects to 
keep step with current trends and 
levelopments. 

M. G. Ensinger, president of Union 
Wire Rope Company who recently re- 
turned from an extensive trip through 
South America, addressed the associa- 
tion at one of its regular 

eetings on the subject of 
Your Neighbor.” 

One hundred and twenty-seven mem- 
bers and guests heard T. J. Newcomb, 
general sales manager of Westinghouse 
Electric & Mfg. Co., discuss “Frozen 
Foods after the War.” Mr. Newcomb 
ttacked his subject from all angles, 
giving the listeners a complete and 
vivid description of his version of the 
frozen food business in the future. 
Prominently discussed was the fact 
that possibly home freezers would be 
greatly in demand for & time during the 
postwar period but would later decrease 
due to the offerings of commercial 
packers, and the desire to be free of 
home packing in favor of recreations. 
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CHICAGO 


SINGLE MACHINE BOLT 


SHIELDS 


This is the machine bolt anchor to use 
wherever it is not handy to work with a 
setting tool. Two-side expansion and 
powerful wedge action hold work se- 
curely. Available in all standard sizes 
from V4" to ¥4". 


4 IMMEDIATE DELIVERIES 





II 
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BOLT COMPANY 


Ogden Ave. @ Chicago 12, il 
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DEPENDABLY 





SALESMAN 


6 GOOD REASONS 
FOR SELLING 








RENEWABLE FUSES 


1 eres s A LINE THAT HAS A FUTURE 
t is not tnsarchongsetle — 
You ‘get ‘i the =s business and profits. 


2—YOU HAVE SOMETHING REALLY WORTH WHILE 
TO TALK ABOUT! 
Custom-built and engineered to give user THREE TIMES THE SERVICE. 


3—NO PRICE COMPETITION! 


TRICO quality sells itself—price is no issue. 


4—SERVICE! 


Always dependable—even under most trying conditions. 


5—CCNTROLLED “THRU THE WHOLESALER” POLICY! 


Your ercfits are erctected year after year. 


6—NATIONALLY ADVERTISED 
Over a million subscribers read TRICO advertisements monthly. 


Kcy your selling efforts to the fuse line with a FUTURE. 


SELL TRICO 


ad NCO p TRICO FUSE MFG. CO. >. «AUIS 


J Milwe 











AUTOMATIC FEED TUBE CUTTER 


For 2” to 1” E.M.T... 


Cut E. M. T. the quick easy way! Only One Settir Just 
Lriegel No. 100 Tube Cutter on the E. M. T 


clamp the 
and give it a few 


DISTRIBUTED BY 


turns. No further adjustments necessary. Constant Spring Tension p+ ad 3 I gg gg ny 
does the rest—gives you a clean cut from the original setting—does | Clifton Conduit Co.. Jersey Cy., N 

away with tube distortion and gives longer cutter life. Then too, the Gen. Electric Co., Bridgeport, Conn 
Hiandy Reamer is attached to it’s side. A couple of twists removes The Steelduct Co., Youngstown, Ohio 
any slight inside burr Enameled Metals, Pittsburgh, Penn 


| National Enameling & Mfg. Co 
rite “egy I’a 

vit & Cabl 

New I[brur 


HANDY TUBE HOLDER . 


Also shown is the Briegel Tube Holder that accommodates all size 
f E. M. T. from 4%” to 1” 


Triangle Cond 
wit Kk. N. J 
without damage to outer coatings 


Prompt Deliveries on Properly Rated Orders 


BM) BRIEGEL METHOD TOOL CO. « Galva, Ill. 











JACKSON 
CAN GIVE | 

IMMEDIATE 
DELIVERY 


FOR THOSE 
REA 


INSTALLATIONS 


























No. 2800 No. 2802 


The 2800 at left has a cast aluminum 
hood tapped for 42” pipe. For 60—100 
Watt Lamp. 


The 2804 for 150-200 Watt Lamp. 


The 2802 at right is an outlet box type 
and can be mounted on either a 34" 
or 4” 


box. For 60—100 Watt Lamp. 


YARDLIGHTS 





No. 8972 





The 8972 has 12” Porce- 
lain Enameled Reflector. 


The 8974 has 14” Porce- 
lain Enameled Reflector. 


Wired Complete 
For REA Installations. 


® Sold thru 
ELECTRICAL WHOLESALERS 


@ Manufacturers of Industrial 
Lighting Equipment 


JACKSON 


ELECTRICAL COMPANY 
900 W. VAN BUREN STREET 


CHICAGO 7, ILLINOIS 


PHILADELPHIA — The Electrical 
Association of Philadelphia inaugurates 
a new activity in behalf of better wir 
ing by sponsoring a new series of ad 
vertisements on residential, commercial 
and industrial wiring. The first of the 
series of advertisements to be released 
is the one entitled, “Octopus Outlets.” 
This picture expresses vividly the 
theme of a vitally needed industry ac 
tivity in behalf of better wiring instal 
lations. The initial appearance of this 
advertisement was on Thursday, June 
1. It will run thereafter in all Phila- 
delphia metropolitan dailies, telling 
its story to millions of persons. While 
this movement for better wiring in 
Philadelphia leads off with newspaper 
advertising, on the whole it far 
broader in scope and will include many 
additional features as the post-war pe- 
riod is approached and entered. 


is 


The Refrigeration Service Man- 
agers Group of the Electrical Asso- 
ciation at a recent meeting elected Geo. 
P. Ward to the chairmanship for the 
1944-45 season. Mr. Ward.-is manager 
of the Philadelphia Appliance Service 
Corp., the service division of Raymond 
Rosen & Company. The service man- 
agers plan to meet once each morth 
during the summer season, discontinu- 


ing for this period the regular Thurs- | 


day luncheon meetings. 


YOUR JOBBER IS 
""ON THE SPOT" 


Your wholesaler is ''on the spot'' in more 
than one sense. He is Johnny-on-the-spot 
with service and quality merchandise. 
FOR SPECIAL SOLDER & FLUXES, The 
“Allen Spot’ is your best bet. With over 





230 formulas to select from, you can find the 
right one for every SOLDER & FLUX PROB- 
Fluxes for electrical soldering, silver 
. . but— 


LEM. 
soldering, brazing, welding . 


“BE SURE IT'S GOT 
THE ALLEN SPOT” 


L. B. ALLEN Co.., Inc. 
6719 Bryn Mawr Ave. 
CHICAGO 




















e REAL Opportunity 
For Sales Agent! 


@ We wish to contact sales 
agents immediately who call on 
wholesale electrical and/or in- 
dustrial concerns, to handle new, 
vitally needed maintenance 
specialty. Once sample is tried, 
article is great repeater. Liberal 


proposition. For full particulars 
write to 
Box No. 73, c/o Wholesaler’s Salesman, 


330 West 42nd Street, New York, 18, N. Y. 
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Clo Fan 















“SP@T VENTILATION” 


or 




















When home construction is re- 
sumed, aggressive jobbers will be 
prepared to fill demands for this 
new fan-&-blower combination. 


Clo Jan 


“SP@T VENTILATION” 


was breaking pre-Pearl Harbor 
sales records because of the effi- 
cient way it did an important 
home ventilating job. In its im- 
proved post-war form, it will 
again step way out in advance 
of conventional types. 


Drop us a card now to keep you 
posted on developments as they 
occur. The information may be 
worth much to your sales force 
—and to your profits, also. 


BUY U.S. WAR BONDS 


Vow! 
PRYNE & CO., inc. 


1245 E. 33rd ST. LOS ANGELES 


Branches (to be reestoblished efter we 


SAN FRANCISCO: SEATTLE CeCACO 
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MILWAUKEE—tThe Electrical 
League’s first golf tournament and din- 
ner party for 1944 was held on June 
6th at the North Hills Country Club. 
Members of the Electrical Maintenance 
Engineers of Milwaukee and the Wis- 
consin Radio, Refrigeration & Appli- 
ance Association were invited to attend. 


The circuit breaking plugs Prizes were distributed to the lucky 
winners. 
and receptacles... 
ratings up to 200 amperes .\5SAIC COUNTY, N. J —The An- 


nual Ladies’ Night meeting of the Pas 
saic County Electrical League was 
held at Howard Johnson’s restaurant, 
Clifton, New Jersey, where Miss Eliza- 
beth Sweeney, Home Equipment Editor 
of the McCall’s magazine, spoke on the 
subject, “Postwar Electrical Living.” 
Miss Sweeney talked of the many pos- 
sibilities for better living through the 
aid of electrical equipment in the home. 
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“Mr. Tops,” Tie 
Paragon Symbol 
of Top Quality. 





RICH MOND—At a recent meeting of 7 ——— ip 

the Electrical League of Richmond, 

the following officers were elected ior POMLOmatie HEATING, 

the year 1944-45: President, L. I. VENTILATING, LIGHTING Bid 
’ g? 


30nd, Electric Bldg., Richmond; vice *, 


president, A. B. Schad, 301 South 5th PUMPING OR FLUSHING 
St., Richmond; treasurer, B. H. Cous OPERATIONS 


ins, Electric Bldg., Richmond; and sec- 


retary, W. E. Epperson, Tower-Bin Paragon 700 Series Time Switches 
ford Electric & Mfg. Co., 4th & Cary are equipped with 6” calendar dials 
Sts.. Richmond. which make one complete revolution 


every 7 days. Dial trippers can be in- 

a F dependently set for different daily ON 
and OFF schedules. Settings can be 
made in advance for an entire week. 
Any day or days operations may be 
omitted entirely on a pre-set program. 
Each day of week clearly separated 

| from other days; graduated into hours 

















































“ and half hours; day and night dis- 
tinctly separated. Operations from 
The exclusive QuelArc construction pro- ON to OFF or from OFF to ON can be 
id es | tecti t } set as close as three hours apart and 
r vides exceptional protection tocontacts, | | | can be separately adjusted through- 
" for safe use as current rupturing de- wag ag ny hour day in the week. 
+ vices. In the section view, note the || |.» pa °* sie tor a complete bulletin. 
ie complete enclosure of all contacts in | ; 
Hl insulating chambers which form an [A Sob 75D Yo S ae 2 
€ arc-trapping space. Note also the long | ea ? é z P _ ae or ma 
distances from contact to contact and = se i "oie i 
from contacts to ground. Contacts are | THEY'RE BOTH CHAMPS 
su individually renewable. Full ground ¥ 
oy protection is provided. Put your money on either one .. . ILSCO Parages 
e SOLDERING LUGS or ILSCO SOLDERLESS 700 
-e QuelArc plugs and receptacles are LUGS. You'll be in on the pay off what- Series 
ctiehias ae f 1 ever you use in the ILSCO LINE. . . made Time 
oD B CURNGSSSS FENYS CE Gtyees, from copper tubing right in our own plant | Switch ; 
2, 3, 4-wire types; ratings 20, 30, 60, 100 . . « known for quality always. | : 
and 200 amperes. Write for catalog with | Underwriters’ and other approvals. 
listings of all types. pet Or ae eo. ae —__— — ; 
| ra | ra 
| Please rush us sample and PARAGON ELECTRIC COMPANY “s. 
illustrated 32-page catalog. 715 Old Colony Building bay 
Be rROvS inci << Ana Chicago 5, Illinois Dp 
2 Oe. 2.5555). tueiie-«:.. al 
Riese VOLE Maia Dba | | ADDRESS.......................-0.. P 
1352 N. Kostner Avenue, Chicago 51, Illinois COPPER TUBE aragoni // : 
& PRODUCTS, Inc.| ACAGO 


Ri 


AL EQUIPMENT 


CINNATI, OHIO 
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OUTGROWS ITS CRADLE 
° 
Public acceptance of Verd-A-Ray has 


been sensational. On sale in nearly 
all neighborhood and downtown retail 
stores it is easy to buy. No new fixtures 
are required -- just use it as you would 
any ordinary lamp bulb. 


4 


To us who have grown up with this 
sensational incandescent lamp, the 
formation of a new and very much 
enlarged corporation is recognition 
of accomplishment. 


4 


To distributors, dealers and users it 
is conclusive proof of acceptance by 
the trade deserving of and assured 
of broader manufacturing, distribu- 
ting and merchandising plans. 





4 


To YOU---sample and literature 
will be sent without obligation, 
upon request. 


yo ™ 


A 


Electrical distributors now selling 
lamps are invited to write us. Testi- 
mony of industrial users adequately 
supported by qualified scientific re- 
search assures turnover. Lamp con- 
tract renewals are simplified if you 
are “in”. Sell VERD-A-RAY. It’s 
“V" Day Incandescent Lighting - - 
Here NOW. 


4 


VERD-A-RAY CORPORATION 
TOLEDO 5, OHIO 
VERD-A-RAY is AN AID TO SIGHT 


MORE FACTS 


ON PRODUCTS 





Distribution Systems—Two bulletins, 
issued recently by the BullDog Electric 
Products Co. of Detroit, are: Con- 
densed Catalog No. 44, giving basic in- 
formation, list prices, dimensions, etc., 
on safety switches, light and power 
panelboards, switchboards, and circuit 
breaker panelboards; and Bulletin No. 
427-1, illustrating and describing Bull- 
Dog Bus-distribution duct of the ven- 
tilated low reactance type for feeder 
circuits up to 2000 amperes. 
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Specialty Fittings—Twelve-page bulle- 
tin, recently published by the Cannon 
Electric Development Co. of Los An 
geles, Calif., contains information, pho- 
tographs, drawings and data on the 
company’s line of specialty fittings. 
Cataloged are surface and sub-mount- 
ing plugs and receptacles, straight cord 
plugs and receptacles, switching plugs 
and experimental switchboards. Instal- 
lation photos show experimental 
switchboards in various educational in- 
stitutions. 
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COMPLETE CIRCUIT 
PROTECTION 


requires Fuse Clips engineered to 
the multitude of today’s services 





FUSE CLIPS 


PHOSPHOR BRONZE, 
BERYLLIUM COPPER, 
SILVER PLATED 

Exclusive Littelfuse de- 
sign effects contact over 
largest possible area. Re- 
sults: Extra tight grip— 
maximum electrical con- 
duction—less heat—loss 
of clip-temper prevented — 
spring qualities retained 
much longer. 


Littelfuse equipment on Pan 


American Clipper. Courtesy of 
Pan American Airways System. 


LITTELFUSE INC. 


200 Ong St., El Monte, Calif. 








4757 Ravenswood Ave., Chicago 40, Ill. 
















































































































































And They'll Want 
One At Home, Too 


Now, Double-purpose Thermador 
Fan-Type Portable Electric Heaters 
are providing comfort and conven- 
ience in the Army, the Navy and 
war plants throughout the country. 

When Victory is Won, Thermador 
Heaters will heat cool corners, cool 
warm areas, dry clothes and hair 
in the homes of America. 

Aggressive dealers are featuring 
flameless, fumeless Thermador 
Heaters now to improve working 
conditions in war plants. Available 
on priority orders in portable or 
built-in types for use on 115-volt 
A. C. service, 1650 watts capacity 
—or 230-volt A. C. in capacities 
up to 5000 watts. 













Thermador also manufactures built-in Electric 
Heaters, Electric Ranges, 

Electric Water Heaters, 

and Radio Transformers. © 


Write today for 
Catalog WS-7. 












THERMADOR 
ELECTRICAL MFG. COMPANY 


S19 South Riverside Drive 








los Angeles ol-t 


Seven leagues Mhead 
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published by the General Electric Com- 
pany, contains illustrations, descrip- 
tions, dimensions, typical applications 
and diagrams of the CR7511-A elec- 
tronic relay. 
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Gravity Feed Oilers—Bulletin No. 26-B 
illustrates and describes three types of 
modernized, streamlined oilers with 
crystal-clear re-inforced plastic bottles 
as manufactured by the Trico Fuse 
Manufacturing Co. of Milwaukee. 









VWehen writing 
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Panelboard Conversion Plan—Sixteen- 
page pamphlet, describing a method of 
converting obsolete and inadequate 
electric light and power panelboards 
| to full efficiency and modernness with- 
| out disturbing the box or conduit, is 
| published by the Square D Company of 
Detroit, Michigan. Booklet is  illus- 
trated with “before” and “after” illus- 
trations accompanied by brief history of 
each case. 
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NON-HEATING 
CONTACTS 






TURN 
ANYTHING 





Keep Motors Humming | ‘teineapel ELECTRICAL 
ON & OFF 


REGULARLY 


The TORK CLOCK CO., Inc. 


MOUNT VERNON, NEW YORK 





















100% Quality 
APPROVED BY UNDERWRITERS 
Mfgr's. Agents Territory Open 


WARE BROTHERS For Radiant Energy 


4420 W. Lake St. Chicago 24, Ill. —Baking And Drying 










Meet industry’s demands for radiant 
energy-heating and drying by featuring 
Nalco Dritherm Carbon Filament Lamps. 
Available in Inside-Silvered finish (no re- 
flectors required) or in Clear Glass style. 





| Write for prices and discounts 


NORTH AMERICAN ELECTRIC LAMP CO. 


1034 Tyler Street St. Louis, Missouri 
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Electronic Relay—Bulletin GEA-4214, | 





“These are 
BUSY days!” 


SAVE TIME-select ycur 
conductor fittings from this 
Catalog . . ALL good types 


You can buy Tee Connectors, 
Grounding Clamps, Cable Taps... 
Straight, Parallel, Elbow and Cross 
Connectors .. . Service Connectors, 
Bus Supports, Terminals... prac- 
tically every good type, in the 
COMPLETE line. 






JUST FOR 
EXAMPLE — 
here are some 
of the standard 
Penn-Union Vi- 
tite terminal 


















Round, offset Round, center 


These types and / t\ 

many more—in a ‘> 
complete.range of 

sizes. Write for Catalog. 


Penn-Union connectors are the first 
choice of leading utilities, indus- 
trials, electrical manufacturers and 
contractors. They have found that 
“Penn-Union” on a fitting is their 
best guarantee of Dependability. 


PENN-UNION 


ELECTRIC CORPORATION 
ERIE, PA. Sold by Leading Jobbers 


Conductor Fittings 
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The STAR —& 
FUSE PULLER 


and 


CIRCUIT TESTER 


BIG 
JOBS: 


1 Safely removes blown fuses 
2 Quickly locates dead circuits 


Indispensable in Homes, 
Factories, Hotels, War Plants 


DOES 





Saves Time, Prevents Shock or 
Injury, Eliminates Guesswork 


Made of a Transparent Plastic having in one 
of the legs a small lamp in series with a 
resistance and can be used to test 110 to 250 
volts circuit. It will pull fuses from 10 to 100 
Amperes. Thousands of electricians find this 
tool handier than Test Lamps. Requires the 
use of only ONE hand to quickly and accu- 
rately test circuits, 





Refills at $2.75 each, 
$1.50 additional for Leads 





For the past six months, the Star Fuse Puller 
and Circuit Tester has been advertised in 
more than 70 leading publications throughout 
the United States. 


WRITE TODAY 
for Quantity Prices 


STAR FUSE CO 


168 Centre St., New York 13, N. Y. 
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HEXACON ELECTRIC 
SOLDERING IRONS 




















Production speed-ups— even on 

critical work——are possible with 
HEXACON irons because they are de- 
signed for service and dependability 
under even abnormal operating condi- 
tions. Light in weight, well-balanced, 
and of rugged construction, these high 
quality units have low operating and 
maintenance costs. 


Extensively used by Army, Navy and Air 
Corps, HEXACON electric soldering irons 
include screw tip irons, plug tip irons, 
irons with replaceable elements, and 
irons with hermetically-sealed elements; 
handles are fixed or adjustable. 


WRITE FOR LITERATURE 


Descriptive bulletins, describing 
the complete line of HEXACON 
electric soldering irons, will be 
sent en request. 


HEXACON ELECTRIC COMPANY 


146 W. CLAY AVE., ROSELLE PARK, N. J. 
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You 
re CAN Pree Rely. on RACO 


RACO 
1) ALL- STEEL PRODUCTS 


OiVISION OF 


ALL STEEL ASE EQUIP COMPANY 











0. | for quality 
Y boo J” 


“The RacosAll-Steel«Line rates No. | with many 
successful wholesalers and salesmen throughout 
America. They know that it’s.a trademarked line, 
that it is easier to sell because it’s clean and attrac- 
tively packaged . . . that Raco means quicker turnover, more profit! 
Raco rates No. | with architects, builders, and contractors, too, 
because it is a complete line. There is a Raco- All-Steel «Product 
for every type of construction, for all repair and maintenance jobs. 
They know that Raco is a mark of better materials and workman- 
ship. Actually more than 31 years of product improvement and 
engineering have kept the RacoeAll-Steel-Line in step with the 
latest developments in the electrical wiring field. 
And in addition, the Raco-All-Steel-Line is sold nationally only 
through wholesalers! It’s the dependable line, the “quality line.” 
Remember, you can always RELY on RACO! 


< DO-25 NJK—Check this box carefully—for use with either 
BX or Non-metallic. More wiring room. 


CATALOG C-44—WNew, up-to-date, see connector chart, com- 
parative Box number chart and other helpful information. > 


Distributed by ALL-STEEL-EQUIP COMPANY, INC. 
300 Kensington Avenue, Aurora, Illinois 
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Heres the INSIDE STORY of 


304° below zero 

sounds pretty cold. 
Freezing argon gas at 
this temperature 
means drier, purer gas 
making starting easi- 
er, more uniform. 


2 Improved phosphor powders used in coating 
the inside of G-E fluorescent lamps result from 
constant testing and research. This means higher 
uniformity and more light for current consumed. 





RARE GAS AND 


Liaise ne Sit 
A tiny drop of mercury is accurate- More than 480 tests and inspections 


ruggedness to withstand twists, ly measured and injected by auto- guard the high quality of G-E Flu- 
strains, bumps. This test applies pres- matic machines to give G-E lamps orescent lamps. Here G-E lamps are 
sure to the base, pins and tubes. better, lower-cost performance. checked during the “seasoning”’ process. 


Hear the General Electric radio programs: ‘The G-E All-Girl Orchestra,” Sunday 10 p.m., EWT, NBC; "The World Today” news, every weekday, 6:45 p.m., EWT, CBS. 
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|a@ GE FLOORESCENT LAMP 


Chances are that you'll never examine what’s inside a fluorescent lamp. But G-E 
engineers have done it—hundreds of thousands of times—in a constant, never-end- 
ing search for better and better lamp performance. Here are a few facts they’ve found 


out, while seeking more efficient, better lighting quality for fluorescent lamp users. 


; oe We con, 
This coated 
cathode— / 
here magnified 
many times— 
shows the sound, 
rugged construc- 
tion which is 
built into every 
part of G-E flu- 
orescent lamps. 
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This instrument, the world’s largest spec- 

troscope, sets exact color standards for G-E 
lamps and provides assurance of correct color 
quality. 
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INSIDE 
WITH FLUGBE COATED 


S 
MATERIAL eNr 








Grelotebershens. 
ful of inside facts 
about G-E fluorescent 
lamps—the better 
lamps that give more 
and more light at 
lower cost than ever 
before. For all the 
FACTS write for this 
FREE booklet, Y-432. 
General Electric, 
Dept. WS-H, Nela 
Park, Cleveland 12, 





Ohio. 
1s 3 
u- ~J BUY AN 
re EXTRA WAR 
S. BOND NOW! 
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A NEW OVERLOAD RELAY 





FOR SEPARATE MOUNTING— 
OR FRONT MOUNTING ON 
SIZE O AND I STARTERS 


"New Type AR Overload Relays 
provide an easy yet positive meth- 
od of changing from automatic to 
hand reset. Adjustability of the 
tripping point affords greater ac- 
curacy of overload protection and 
flexibility of application. Termi- 
nals are large and easily accessible. 
« Automatic reset overload relays 
are useful whenever starters are 
mounted in remote or inaccessible 
locations. They are particularly 
well suited for built-in machine 
toolcontrol because they eliminate 
costly external reset mechanisms. 
No extra charge is made for these 
automatic reset devices on starters 
or machine tool control panels. 

« Forcomplete details call in your 
Square D Field Engineer or write 
for Bulletin 201. Industrial Con- 
troller Division, 4041 N. Richards 
Street, Milwaukee 12, Wisconsin. 
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AUTOMATIC 


With spring wire clip (A) in hole 
marked ‘‘Auto’’ and reset slider (B) 
depressed, relay is in automatic reset 
position. Insulation blocks (C) are cold 
molded non-carbonizing material, wax 
impregnated to prevent absorption of 
moisture. Steel reinforcing plate (D) 
protects against breakage and serves 
as front mounting bracket. 


Floating bimetal trip element (E) is 
“U”"’ shaped to fit around heater (F). 
This unusual design automatically 
compensates for any slight variation 
in shape or location of heater. Change 
in ambient temperature has little effect 
on the high temperature bimetal. With 
cam (G) in @ position, contacts will 
automatically reset after bimetal cools 
and releases tripping pin (H). 
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OR HAND 


Moving spring wire clip (A) to hole 
marked ‘‘Hand’’ releases reset slider 
(8) and provides hand reset operation. 
Note husky size of load terminal (J) 
and control terminals (K). Heater 
units are firmly attached by screws 
(t) but are easily installed or re- 
moved from the front even after starter 
is mounted and wired. 


With cam (G) in * position, the 
contact mechanism goes overcenter 
when trip pin (H) is pushed as bimetal 
(E) expands with heat. Silver contact 
tips at (M) remain open until opera- 
tion of reset slider (B) turns cam (G) 
to <@ . Mechanism is trip-free, thus 
the snap action contacts cannot be 
held closed against an overload. Note 
screw (N) which serves as stop for 
bimetal, also providing adjustment. 


























Simple means for adjustment 
of the trip point from 85‘ to 
115% of nominal rating is a 
valuable and unique feature of 
this new Type AR overload re- 
lay. It permits changes in set- 
ting to take care of variations 
in ambient temperature or load 
conditions at the motor. In ad- 
dition, overload protection is 
not limited to the usual selec- 
tion of heater sizes since inter- 
mediate points can be obtained, 
easily and quickly. 





SQUARE J 


DETROIT 








Type AR relays are designed 
for maximum accessibility and 
ease of wiring. Photograph of 
starter shows how load termi- 
nals are out in front for easy 
wiring, while control terminals 
are at bottom, away from other 
parts. Thus, it is very easy to 
connect overload relays of 
several starters in series, or to 
wire additional relays in the 
circuit. Likewise, it is easy to 
convert a standard starter to 2 
wire separate control. 
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